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Inland Premiums Top 
$402,000,000 Total 
For Record Figure 


1959 Written Premiums, Without 
Reinsurance Figures Reveal 


Good Increase Over 1958 
LOSS RATIO IS IMPROVED 





Personal Property Floater Loss 
Ratio Also Down as Premium 
Volume Dips Sharply Again 





Inland marine insurance written pre- 
miums rose again last year, topping the 
$40,000,000 mark for the first time in 
history and maintaining the long trend 
toward higher totals. The actual gain of 
about $26,000,000 was larger than the 
$10,000,000 increase in 1958 and the small 
boost of only $4,000,000 in 1957. Total 
written premiums, as compiled by the 
Inland Marine Insurance’ Bureau, 
amounted in 1959 to $402,190,164, against 
$376,214,053 in 1958. Of this total stock 
insurers wrote around $376,000,000 and 
mutual company members of the Trans- 
portation Insurance Rating Bureau $26,- 
371,405. 

The loss ratio in 1959, on losses paid 
to premiums written, declined to 47.90% 
from 51.63% in 1958 and 56.56% in 1957. 
Back in 1953 the loss ratio was down 
to 42.52%, and since than a steady rise 
developed until 1957, after which a defi- 
nite improvement set in. Paid losses last 
year totaled around $181,700,000 for stock 
insurers and $10,953,702 for members of 
TIRB, for a total of $192,635,413. Pre- 
miums and. losses reported by the In- 
land Marine Insurance Bureau are 
larger than. the net figures and _ totals 
reported by companies, for the IMIB 
statistics are developed without reinsur- 
ance additions and deductions. A size- 
able volume of reinsurance is placed 
in London and other foreign reinsurance 
center. 

Five Year Ratios 


For the five years 1955-1959 inclu- 
sive inland marine written premiums 
amounted to $1,852,217,488 and losses to 
$%3,720,011 for losses paid to premiums 
Written loss ratio of 52.03%, against 
47190% for 1959 alone and 52.28% for 
the five years ending in 1958 and 50.5 59% 
for the period ending in 1957, 

Personal property floater continued to 
decline in 1959 and so did the volume of 
premium income, drastically. The paid 
‘o written premiums ratio was 64.10%, 
paid to earned premiums 52.45% and in- 
curred to premiums earned 50.26% on 
PPF. The written premiums of $28,- 
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Advertising Campaign 
Of Life Institute to 
Use 575 Newspapers 


Starting October 3, Program’s 
Theme Will Be “What 5 Goals 
Does a Man Strive For?” 


SUNDAY MAGAZINES ADDED 


Appearing In 363, Cities, Estimated 
Ad Will Reach More Than 
50 Million People 


“What 5 Goals Does a Man Strive 
For?” With that question, the Institute 
of Life Insurance launches its 18th an- 
nual advertising program which begins 
in dailynewspapers on October 3. 

Each ad in the “Unique 5” campaign 
will suggest the five most important goals 
in life and inform the American public 
how the “5 Unique Advantages of Life 
Insurance” can help achieve and main- 
tain these objectives. 

Institute President, Holgar J. Johnson 
said in announcing the program that “it 
is designed to meet the needs of our 
times. The messages should have an ef- 
fect in reminding millions of people what 
the true values of life insurance are. It 
is hoped that this campaign will cause 
many people in life insurance to_re- 
dedicate themselves to the principles of 
permanent protection. If it accomplishes 
this objective, it will have taken us a 
great stride forward.” 

The “Unique 5” campaign is an ex- 
tension of a series of advertisements 
published by the Institute last Spring. 
Enthusiasm for the previous messages— 
both from the public and from the life 
insurance business—was so great that it 
was decided to expand the theme into 
a full campaign. Modifications have been 
made in the design and wording of the 
advertisements to strengthen their ap- 
peal still more. 

A feature of each ad is the strong at- 
tention-getting artwork which has been 
rendered expressly for this campaign by 
the noted illustrator, ‘Carl Paule. The 
body copy enumerates each of the five 
unique advantages of life insurance, ,re- 
lating each to the achievement of the 
goals referred to in the headline. 








Agent’s Role Emphasized 


The conéluding paragraph, which will 
be standard for all ads in the series, 
makes the campaign of particular in- 
terest and value to all in the life busi- 
ness: 

“Life Insurance works most effectively 
for you when it is tailored to your fam- 
ily’s current needs and plans. Helping 
you keep your life insurance up to date 
—and, thus, of maximum value to you— 
is one of the services your life insurance 
agent offers.” 

(Following the October 3 kick-off ap- 
pearance, the messages will appear every 
other week ending on December 12. Each 
ad will be carried in 575 newspapers in 


(Continued on Page 4) 
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The educational program of the American College of Life Underwriters 
offers a man the opportunity to serve his clients the best of all ways — as 
a Chartered Life Underwriter. 


THE MAN 4) 


WHO SELLS 
JOHN HANCOCK...does a better job through C.L.U. study 


@ 





The C.L.U. designation stamps him as a man equipped with the extensive 
business education to enable him to give sound, professional advice on all 
life insurance problems. 


The man who sells John Hancock knows that his company, by actively 
encouraging C.L.U. study, is helping him to become more useful to his 


client community — and helping him to develop his future as a career 
life underwriter. 
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MUTUALZ LIFE INSURANCE COMPANY 
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Convention Program of NALU 


Features Prominent Speakers 


Major addresses by a member of 
President Eisenhower’s cabinet, two 
governors, a U. S. representative, three 
of the country’s top life insurance ex- 
ecutives and a foremost business spokes- 
man will feature the 1960 annual con- 
yention of The National Association of 
Life Underwriters. The NALU conven- 
tion will take place in the Nation’s 
Capitol, September 11-16. 

More than 2,500 life underwriters from 
all parts of the country and several for- 
eign countries, life insurance executives, 
leaders of sales and business organiza- 
tions, and state and national government 
officials are expected to participate in 
the week-long program at the Statler 
Hilton and ‘Mayflower Hotels. 

During the week there will be analysis 
and discussion of important trends in 
life insurance—with accent on “4 dan- 
gers inherent in so-called “jumbo” Group 
and association-Group cases—insurance 
education and training, Social Security 
and medical care benefits for the aged, 
National Service Life Insurance, the 
problems of the aged, inflation, sound 
fiscal policy, Federal and state laws re- 
lating to life insurance, public relations, 
etc. 

The convention gets off to an impres- 
sive beginning on Sunday, September 
11, with the dedication of the National 
Association’s new headquarters building 
in Washington, D. C. It is a pillared 
Georgian-Colonial structure four short 
blocks from the White House and ad- 
jacent to the campus of The George 
Washington University. 

Ceremonies will begin at 1:45 p.m., 
with a large representation of person- 
ages from life insurance, business, and 
government on hand. Main dedicatory 
remarks will be delivered by Dr. Davis 
W. Gregg, OLU, president of the Ameri- 
can College of Life Underwriters, Phila- 
delphia. 

Other featured events on September 
li are a reception and tea for all con- 
vention registrants and guests and a 
sales seminar sponsored by the Women 
Leaders Round Table of NALU. 


Sellarama Program 

Speakers on the Sellarama program 
are: Eunice R. Bush, Mutual Of New 
York, Baton Rouge, La.; Laura M. 
Benham, CLU, Niagara Falls, N. Y.; 
Elsie S. Doyle, Union Central, Ft. Lau- 
derdale, Fla.; and ‘Helen Tall, CLU New 
England Life, Baltimore. 

Highlights of the Monday, Septem- 
ber 12, program are: An_ earlybird 
breakfast meeting of nearly 20 national 
NALU committees, a noon-time lunch- 
eon, featuring Dr. Arthur Secrod, di- 


rector of Community services, Brooklyn 
College; the premier performance of a 
one-act play, “Our Slip is Showing,” 


which relates the do’s and don’ts of an 
association meeting; and the Women 
Leaders Round Table dinner, featuring 
an address by Clarence B. Myers, presi- 
dent of New York Life. 

On the Tuesday, September 13, 
gram are: breakfast sessions of the 
California, Colorado, New York, and 
Tennessee State Associations, the meet- 


pro- 


ing of the NALU National Council, a 
tour of the White House for women 
guests; the LUTC luncheon, featuring 


Fred Smith, nationally-known sales con- 
sultant; and the Agents Forum which 
will offer candid commentary on “the 
issues and personalities of the 1960 
Presidential Election” by Secretary of 
State Frederick H. Mueller and Gov- 
ernor Luther H. Hodges of North ¢ 


“aro- 
lina, 
Wednesday, September 14, brings 
forth these convention events: Ameri- 


can Society, CLU breakfast and annual 
meetings. NALU general convention ses- 
sion—including addresses by Harold S. 
Parsons, The Travelers, Los Angeles, 
and Frank Sullivan, CLU, American 
United, South Bend, Ind. on the CLU 
our; and remarks by Julian S. My- 
tick, ch airman of the American College 


of Life Underwriters, and Paul F. Clark, 
chairman of the board, John Hancock 
Life, during the American College Hour; 
GAMC luncheon, featuring Roger B. 
Hull, CLU, president of ‘Mutual Of New 


York; GAMC management program, 
featuring Robert B. Pitcher, general 
agent for John Hancock, Boston; Lloyd 


Lafot, CLU, New York Life, Los An- 
geles; and Clifton E. Reynolds, CLU, 
superintendent of agencies, Metropoli- 
tan Life. 

Other Wednesday events: Puerto 
Rican festival for all convention guests 
American College and American Society, 
CLU Conferment and Dinner, with an 
address by Mr. Myrick; and a Potomac 
“Riverboat Jamboree.” 

Thursday, September 15, will 
NALU convention goers this 
of events: 

Michigan, Wisconsin and New Jersey 
State Association ‘breakfasts, NALU 
past presidents’ breakfast, state associa- 
tion presidents’ breakfast; a symposium 
on “The Challenge of the Sixties. 

Participating in the morning conven- 
tion session will be Governor Cecil . 
Underwood of West Virginia, Philip F. 
Howerton, general agent for Mass. At: 
tual in Charlotte, N. C. and past na- 
tional moderator of the Presbyterian 
Church; Arch N. Booth, executive vice 
president of the Chamber of Commerce 
of the United States; and Congressman 
Hastings Keith of Massachusetts, Mod- 
erator for the symposium will be J. 
Harry Wood, CLU, managing director 
of the Life Insurance Agency ‘'Manage- 
ment Association, 

The September 15 afternoon session 
will be highlighted by presentation of 


offer 
schedule 


So 





Speaker and ‘Topics Announced 
For LOMA Toronto Conference 


Subjects of the general session pres- 
entations scheduled to be made at the 
37th annual conference of the Life Of- 
fice Management Association have been 





the 1960 Public Service Awards and 
remarks by Dr. Louis I. Dublin, statis- 
tician and public health leader. The Pub- 
lic Service Awards honor life. under- 
writer associations that have excelled 
in community health and welfare work. 
Election of 1960-61 NALIU officers and 
trustees will be held the same afternoon. 

Forty three life insurance companies 
will hold receptions and/or dinners on 
Thursday evening for their representa- 
tives in attendance at the NALU con- 
vention. The dinners will be followed by 
the NALU President’s Ball. 

Main event on Friday, Septembr 16, 
is the NALU fellowship brunch. This 
traditional event is the climax of con- 
vention week and features presentation 
of newly-elected officers and trustees, 
installation of new officers, remarks by 
the NALU president- elect; and pres- 
entation of the John Newton Russell 
Memorial Award. 

Other high spots of the convention 
will be reports by NALU President Wil- 
liam S. Hendley, Jr., Columbia, S. C.; 
and NALU Executive Vice President 
Lester O. Schriver, Washington, D. C., 
on September 13. 

Chairman of the 1900 NALU commit- 
tee on convention is William E. North, 
CLU, current vice president of the Asso- 
ciation. Chairman of the host District 
of Columbia convention committee is 


Tinsley Adams, general agent for Con- 
tinental Assurance. 





Great Southern offers 
a Complete Portfolio 


of 
LIFE- HEALTH=- 
PROPERTY INSURANCE 


We Now have opportunities for 
career Life Underwriters in 


every area we serve. 





GREAT SOUTHERN 


LIFE INSURANCE COMPANY . 

FOUNDED 1909 : 

HOME OFFICE °®¢ 
Affiliated Companies 

Superior Insurance Company 

Sentinel Indemnity Company 
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announced by George 
dent and assistant 
North American Life 
man of the 
two and 


Ryrie, vice presi- 
general manager, 
Assurance, 


committee. 


chair- 
program The 
one-half day meeting will be 
held at the Royal York Hotel, 
September 26-28. 

The general session on Monday morn- 
ing, September 26, 
presidential 


Toronto, 


begins. with the 
address by Charles H. 
Bader, president, LOMA, and adminis- 
trative vice president, Interstate Life 
and Accident. Mr. Bader’s talk, “Is the 
Challenge Being Met?”, examines the 
services offered by LOMA in relation to 
the needs of the life insurance industry. 

Following Mr. Bader’s address are 
talks by G. H. Sheppard, president, In- 
ternational Business Machines, and Har- 
old J. Cummings, president, 
Mutual. 

Mr. Sheppard’s talk, “Approaching 
One Hundred,” will take a look at pres- 
ent and future developments in Canada 
as the dominion approaches 
ary. wt 

Mr, Cummings’ speech is entitled “Life 
Insurance, the Only Property.” In it, he 
will emphasize that life insurance is the 
only way to solve the problems created 
when a man needs money, 
health, grows old, or dies. 

After the annual business meeting on 
Tuesday morning, September 27, the 
general session audience will hear pres- 
entations by Clarence J. Myers, chair- 
man of. the board and president, New 
York life, and Marvin Bower, managing 
director, McKinsey & Company, Inc. 

“Systems, Procedures and People” is 
the title of Mr. Myers’ address. He will 
discuss the relationship of these three 
elements in an organization, 

Mr. Bower’s talk “Increasing 

agement Effectiveness in an Insurance 
. ” 
Company,” will deal with basic principles 
for increasing sales volume and_ re- 
ducing costs, with particular emphasis 
on the steps that can be taken by top 
management. 

Former LOMA president, Peter Mc- 
Donald, vice president and secretary, 
Crown Life, will speak at the luncheon 
honoring the 1960 Institute Fellows. His 
address, “Education — An  Unending 
Road,” emphasizes that the executive of 
tomorrow must be the flexible employe 
of today. 

Wednesdz ty morning’s (September 28) 
general session begins with a panel pres- 
entation called “The Latest Word—1960 
Thoughts About Our Business.” Par- 
ticipants include G. N. Watson, Grorp 
vice president, Crown Life; John Burk- 
hart, president, College (Life; and 
Charles M. Sternhell, vice president and 
actuary, New York Life. 

“Group Insurance—Trends and Prob- 
lems” is the title of Mr. Watson’s ad- 
dress. He will discuss some of the new- 
er developments in the Group insurance 
and major medical fields. 

Mr. Burkhart’s talk, “Business in 
Politics—A Case Report,” will carry the 
message that participation in politics is 
the indispensable ingredient in any 
definition of citizenship, as businessmen 
all too late are learning. 

Mr. Sternhell will discuss “The 1958 
CSO Mortality Table.” He will explain 
the need for a new mortality table, 
present background information about 
the development of the 1958 CSO Table, 
and describe how the adoption of the 
1958 table will affect the life insurance 
business. 

An address by D. E, Kilgour, pres’- 
dent, Great-West Life, on a subject to 
be announced, will bring the conference 
to a close at about noon Wednesday, 
September 28, 
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‘R. C. Gilmore, Jr., Head of 
P. R., Mutual Benefit Life 


LONG ASSOCIATED WITH CO. 
Went to Home Office After Field Ex- 
perience in Connecticut; Former 

NALU President 

Robert C. Gilmore, Jr., 
elected director of public relations of 
Mutual Benefit Life of Newark, it was 
announced this week by H. Bruce Palm- 
er, president, after meeting of the board. 
Mr. Gilmore, who has long served in 
the Mutual Benefit organization as both 
fieldman and a home office executive, 


has been 





Fabian Bachrach 
GILMORE, JR. 


was president of the National 


ROBERT ( 


Associa- 
tion of Life Underwriters in 1953-4. He 
succeeds Donald E, Lynch who resigned 


several weeks ago to accept the invita- 
tion of the Public Relations Society of 
\merica, New York City, to become the 


executive director of that organization 
Joined Home Office in 1955 

\fter more than 20 years as a district 
agent in Bridgeport, Conn., Mr. Gilmore 
was called to the home office in 1955 as 
a special consultant on merchandising. 
The following year he was given wider 
responsibilities and was appointed di- 
rector of market research and an officer 
of the company. His new responsibilities 
will include continuance of the market 
research function within the public re- 
ations department. 

\ native of Rutland, 
educated at Pingry Academy and 
Phillips Andover Academy. He entered 
the life insurance business in 1935 at 
Hartford after prior business experience 
in trade paper publishing as owner of 
“Plastics and Molded Products” and 
“Cellulose,” both of which he sold in 
1935. Four months after joining the 

ompany he was transferred to Bridge- 
port where he became widely known in 
community activities, serving as presi- 
dent of the Bridgeport Junior Chamber 

Commerce, vice chairman of the 
Connecticut State War Bond Commit- 
tee, director of the Bridgeport Mental 
Hygiene Society, director of the Bridge- 
port Community Chest and Council, and 
in several other organizations. 

While in Bridgeport he was the re- 
cipient of nine National Quality Awards, 
and frequently was the agency produc- 
tion leader. He was a member of the 
Mutual Benefit’s President’s Club, and 
was a member of the company’s Agents 
\dvisory Committee in 1952 and 1953. 

NALU Experience 

In 1942-3 Mr. Gilmore began his rise 
in the National Association of Life Un- 
derwriters that eventually brought him 
to the top rung in that organization. 
After serving as president of the Bridge- 
port Life Underwriters Association in 
1942, he became president of the Con- 
necticut State Association in 1943-4. He 


Vt., Mr. Gilmore 


was 


Employers of Western Life 
Move to St. Paul Offices 


Over 100 employes of Western Life, 
an affiliate of the St. Paul Fire and 
Marine, moved into new quarters on the 
fifth floor of the parent company’s $6 
million home office addition in St. Paul. 

Some 70 traveled over some 1,000 
miles as they left Western’s home office 
in Helena, Mont. Another 30 employes 
recruited from the St. Paul area joined 
the staff when Western opened its doors 
for business. The remaining Western 
Life people will move to St. Paul in 1961 
when Western transfers its home office 
to Minnesota. 

Mayor George Vavoulis was on hand 
to present the “keys” to the city to T. 
P. Patterson, first vice president in 


charge of Western’s operations there. 
The “Key” was in the form of a bronze 
statuette of St. Paul’s famous Indian 


God of Peace. 

Also on hand was a delegation from 
the St. Paul Chamber of Commerce led 
by Joseph Maum, president. Twin City 
newspapers and television reporters cov- 
ered the event. 

Highlight of the pa ye ceremony 
was the presenting of the first life in- 
surance policy issued from the St. Paul 
office to Tony Vavoulis, son of the 
mayor. 





was elected a trustee in 1950 and in 1952 
he was named secretary of the NALU. 
He was named to the presidency at the 
meeting in Cleveland, Ohio, on August 
27, 1953. j : 

During Mr. Gilmore’s administration, 
Washington, D. C. was selected as the 
permanent headquarters for the NALU. 
It was also while he was president that 
Lester O. Schriver was named executive 
vice president, Mr. Gilmore traveled 
more than 65,000 miles on a speaking 
tour and became one of the best-known 
figures in the life insurance business. 
While his administration was marked by 
many far-reaching developments in the 
organization, he always maintained the 
fieldman’s point of view and brought to 
the NALU the flavor and the viewpoint 
of the soliciting agent. 

Mr. Gilmore was married to Laura 
Andrews Thomas in 1927. Mrs. Gilmore 
has often accompanied her husband to 
life insurance meetings and is well 
known in the fraternity. They have four 
children, Robert C. III, Linda Sue, 
Barbara, Shirley Ann (Mrs. John H. 
Carlson, Jr.). The Gilmores live at 34 
Springbrook Road, Morristown, N. J. 








Everyone’s Talking About It 


EMPI RE’ S Guaranteed Renewable 


Hospital-Surgical Expense Policy 


PLAN — 1 Premiums Payable For Life 
PLAN — 2 Premiums Payable to Age 65 


For Life 





20-10 Hospital Plan — Something new in the Hospital Field 
Guaranteed Renewable To Age 65 





MORGAN O. DOOLITTLE, 
President 





A Complete Portfolio of Life and Group Coverages 
Direct Mail Program That Gets Results 


For A General Agency Opportunity— 
Write 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT, 
Agency Vice Pres. 








Helen L. Clark Retires 


Helen L. Clark, associate actuary of 
American United Life of Indianapolis, 
retired September 2, after 44 years of 
service in the company. In ceremonies 
at the home office Miss (Clark received 
a gift from the company’s Employes 
Association presented by J. Howard AIll- 
top, company secretary. 

A graduate of University of Michigan 
with a certificate in actuarial science, 
Miss Clark joined American Central Life, 
now American United Life, on February 
21, 1916, as a clerk in the actuarial de- 
partment. She became assistant actuary 
in 1920 and has been associate actuary 
since 1950, 

Miss Clark is a Fellow of the Society 
of Actuaries and is the only woman 
ever elected to the Society’s Board of 
Governors, a position she held from 1950 
to 1953. She has also served on various 
committees of the Society of Actuaries, 
the American Life Convention and the 
Life Insurance Association of America. 





Short Director of Sales 

Columbus, O. — Charles W. Short 
has been appointed director of sales and 
development for Heritage Securities, Inc., 
an associate company of Nationwide In- 
surance. Heritage is the distributor of 
Mutual Income Foundation, an open-end 
mutual fund marketed by licensed Na- 
tionwide agents. Mr. Short joined the 
insurance company in 1949 as a life un- 
derwriter. He was sales analyst for 
Heritage before his promotion. 
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Member, N. Y. C. Insurance Agent's Ass'n. 


WEGHORN 
IS GOOD 
FOR LIFE 


Representing 
“Canada Life 33 


13”2% 2nd year commissions 





Guardian Life Insures 


Three Centenarians 

Guardian Life of America _ insured 
three centenarians, all women, during 
the month that followed the celebration 
of Guardian’s 100th anniversary. Two of 
the new policyholders are older than the 
company; the third was born one month 
after The Guardian issued its first pol- 
icy on July 17, 1860. 
These cases, all on Guardian’s non- 
cancellable senior hospital and surgical 
plan are the first ever issued by the 
company at such an advanced age. The 
oldest new policyholder is Mrs. Frances 
Meinke of Minneapolis, who was born 
in New York City on September 20, 1859. 
Her policy was sold by Norman W. 
Remole. 
The second is a housewife in Newark, 
Mrs. Yanka Gross, who is five months 
older than The Guardian. Mrs. Gross 
purchased her policy from Jacob Sobol 
of the company’s Robert Kruh agency. 
The third policy was issued to ‘Mrs. Or- 
mond Hammond of Baltimore, who was 
born in that city on August 21, 1860; 
the agent on her case is J. D. Kroening 





Institute Adwertising 


(Continued from Page 1) 


363 cities and reach more than 50 mil- 
lion people. As in previous years, daily 
newspapers will be the principal medium 
used. In addition, for the first time in its 
history the Institute will supplement the 
daily newspaper schedule by placing full 
page advertisements in a limited number 
of Sunday magazine sections. By the 
end of the year, the “Unique 5” messages 
will have appeared in print more than 








Septem 

















550 million times. 

“The effectiveness of this major edu- 
cational effort can be greatly increased 
by all the life insurance business,” ac- 
cording to the Institute. “By alerting 
their business and community associates 
to watch for messages, insurance people 
can multiply the campaign’s impact 
many-fold. As in the past reprints ol 
each advertisement, as well as various 
other supplementary materials will be 
made available to people in the business.’ 
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Satisfaction, Success, 


MBL General Agents’ Sons to Life Insurance | a 


and Prestige Attract 


Six sons of successful Mutual Benefit Life general agents have 
followed in their fathers’ footsteps for a career in life insurance. 


A survey of the six young men showed 
that satisfaction in being able to help peo- 
ple solve their problems, to have profes- 
sional status, to be self-employed, and 
quality of salesmanship were the leading 
reasons for entering life insurance. 

Most interesting is the fact that the 
father-son teams are from different parts 
of the country. 


For All These Reasons 


Charles L. Doane, Jr., 
son of Omaha general 
agent Charles L. Doane, 
CLU, had three reasons 
for selecting a career in 
life insurance. They in- ' 
cluded professional pres- 7 
tige, ability to help peo- ° 
ple, and that his income 

would depend on his willingness to work. 





Charles L. Doane, Jr. 


The son of Miami general 
agent Alfred J. Lewallen, 
CLU, A. John Lewallen, 
Jr., chose a career in life 
insurance because of the 
‘ prestige and a deep con- 
viction about the impor- 
tance of the job. 





A. J. Lewallen, Jr. 


Melvyn J. Huber, assist- 
ant general agent of the 
Solomon Huber-New | 
York general agency, © 
and son of Solomon Hu- 
ber, credits the knowl- 
edge that he could help 
people solve their prob- 
lems, and make a good 
living doing it, plus the chance to train and 
develop good men, as the motivation be- 
hind his choice of a life insurance career. 





Melvyn J. Huber 






™ Bill Robbins, son of Lex- 

‘ ington general agent Earl 
- G. Robbins, chose a life 
} insurance career because 
of the satisfaction his 
father derives from the 
business and from work- 
ing with people. 


Bill Robbins 


The son of Hempstead 
general agent Victor R. 
Goldberg, CLU, Bernard 
E. Goldberg, was influ- 
enced by the fine exam- 
ples of insurance men he 
saw so frequently, plus 
the desire to enter a pro- 
fession in which he could 
help others and earn a good income. 





Bernard E. Goldberg 


Gerald E. Youngman, 
son of New York gen- 
eral agent Arthur V. 
Youngman, entered life 
insurance because of his 
father’s love for the busi- 
ness, and salesmanship. 





Gerald E. Youngman 





NEW MBL FIELD ADVISORY COUNCIL 
TO PROMOTE LIAISON, UNDERSTANDING 


Mutual Benefit Life Insurance Company 
announces the formation of a new Field 
Advisory Council to replace its Agents 
Advisory Committee and provide more 
sales assistance. 

The new group will represent full-time 
agents, and by means of an improved for- 
mat, election procedures and objectives, 
is designed to promote more effective liai- 
son and communication between Mutual 
Benefit Life’s home office and the field. It 
will provide a means for the agent to ex- 
press his opinions, and to channel ideas, 
questions, recommendations and _ prob- 
lems from the field to the Home Office. 
Among its additional objectives, the 
Council will aid creatively in sales and 
merchandising, consider agents’ special 
problems, enhance the independent con- 
tractor status of the full-time career un- 
derwriter and typify the professional 
career concepts of life underwriting which 
are ingrained in the history of the Mutual 
Benefit field force. 





And a High Average Sale — 


$15,459,00 


In the Annual Report to Policyholders 
last year, Mutual Benefit Life reported 
that the average MBL policy purchased 
in that year was $15,459.00. 















= 


FROM A GROCERY STORE 
TO“OFFICE OF THE YEAR” 


When the Mutual Benefit Life Insurance 
Company was founded in 1845 by Robert 
L. Patterson, and a lawyer, tallow 
chandler, carriage manufacturer and sev- 
eral merchants, they held many of their 
early meetings in the back room of a New- 
ark grocery store. 

Today the MBL Home Office is a 
twenty-story tower of white limestone and 
blue-green glass. At the top, day and night, 
“Mutual Benefit Life” shines in twelve- 
foot stainless steel letters. Completed 
in 1957, the modern structure was hon- 
ored with the national “Office of the Year” 
award, with a commendation for the way 
it combines efficiency and economy with 
beauty and dignity. 


Mutual Benefit Life Has 10.16% 
Of Agents in MDRT 


Ranks 4th Among All Companies 


The high caliber of Mutual Benefit Life 
representatives was once again recognized 
with the current tally of Million Dollar 
Round Table memberships. 

156 Mutual Benefit Life agents hold 
Life and/or Qualifying membership in the 
national Million Dollar Round Table. This 
represents over 10% of the MBL field 
force. 

131 Mutual Benefit Life field men — 
8.5% of the entire field force — are Quali- 
fying members. 


High National Membership 


In the entire country, including all com- 
panies, there is a total.of 3,040 Million 
Dollar Round Table Life and/or Qualify- 
ing members — of which MBL members 
represent 5%. Coincidentally, Mutual 
Benefit Life, which is the fourth oldest 
life insurance company in the country, 
last year ranked fourth in Million Dollar 
Round Table Memberships. 

In Mutual Benefit Life’s own Million 
Club, there are 90 members who each 
wrote a million dollars or more Mutual 
Benefit Life business last year. 
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CUT OUT AND SAVE... IT'S WALLET-SIZE 






I 
!'NEW ADVANTAGES! 
'FOR YOUR CLIENTS | 


r Every broker sells service! You can rl 
be of greater service to your clients 
| through: Retirement Income Bond 
§ (one illustration is all you need to be 
i able to apply this to many clients): ‘ 
Executive Preferred Plan 
(cash values at end of first year); | 
New Lower Rates for J 
Term (all the usual g 
safeguards, extra fea- 
tures). ; 
Youri iy as are I 
always welcome. 
No obligation, of i 
course, for infor- 
mation on this or 
any one of our tl 
complete range of 5 
plans. 


| As close to you as your telephone § 


| Matt Jaffe Associates, Ltd. | 


f 431 FIFTH AVENUE,N.Y. * MU 4-5779 i 
General Agents 


I 
} The Canada Life Assurance Jj 
{ Company, Toronto,Canada J 
er re | 


Homer Chaney Retires 
From New England Life 


Homer C. Chaney, second vice presi- 
dent in the agency department of New 
England Mutual Life announced his re- 
tirement two years in advance of his 
normal retirement date to accept a posi- 
tion on the faculty of a university in the 
Boston area. Mr. Chaney, who has been 
associated with New England Life for 
23 years, has held executive positions 
both in the field and home office, and 
during his entire career has been in de- 
mand as a speaker before life insurance 
and financial organizations throughout 
the country. 

A graduate of Pomona College in Cali- 
form, he taught economics at Pomona 
and then entered the banking business 
before joining New England Life in Los 
Angeles in 1937. He came to the home 
office as director of field training in 1942, 
returned to the field in 1943 as regional 
director of agencies and manager of the 
. leveland agency, and was recalled to 
he home office as director of agencies in 
ions He was elected second vice presi- 
dent in 1952. 


\ resident of Wellesley, Mass., he is 
a member of the Boston ‘Chapter of 
Chartered Life Underwriters and the 


Boston Life Underwriters Association. 
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MASSACHUSETTS INDEMNITY 
and LIFE INSURANCE COMPANY 


BOSTON 


Specialists in Quality Disability Insurance 
vvyv 
THE CHEAPEST POLICY? 


Our aim is to provide protection that is capa- 
ble of doing the job for which it was purchased. 


LOYAL ATKINSON 


Thomas E. Atkinson, Associate General Agent 


60 East 42nd Street 


3 From LIAMA Conduct 
New School Near Tokyo 


SCHOOL FIRST ONE OVERSEAS 





Huey, Reid and Bramley Conducting It; 
Called “Exciting Experience in 
International Relations 


executives of 





Life Insurance 


Association 


Three 
Agency Management are 
now in Japan where they are conducting 
a school which will be attended by 
Japanese life insurance men It is the 
first overseas school which LIAMA has 
conducted. 

The LIAMA men flew to Japan. They 
are Burkett W. Huey, director of inter- 
national relations; Charles K. Reid, Il, 
associate director of company relations ; 
and Donald Bramley, director of schools 
in agency management. 

The school is being held outside of 
Tokyo. For several years Japanese have 
visited LIAMA, Institute of Life Insur- 
ance, and home offices of American life 
insurance companies where they have 
been cordially received and have stud‘ed 
American sales and educational methods. 


Commenting on School 
Commenting on the Japanese trip Mr. 


Huey, before leaving the United States, 
said to The Eastern Underwriter 
“It will prove an exciting and re- 


warding experience in international re- 
lations. While there are problems in- 
volved, such as translation, differences 
in economy and marketing procedures at 
the same time there are many more 
similarities than differences.” 

The Japanese have already translated 
in their own language the LIAMA pub- 
lication, “Managing an Agency.” 





MAN OF THE MONTH 


For the third time this year and the 
— time during his career with Mid- 
land Mutual Life, Ralph L. Rosenblatt 
of Los Angeles has captured “Man of 
the Month” honors. This honorary desig- 
nation is bestowed each month on the 
agent who compiles the most outstanding 
all-around performance record among 


the some 600 men and women represent- 
ing Midland Mutual coast-to-coast. At 


the end of seven months, Mr. Rosenblatt 
was fully qualified for the company’s 
Leader’s Club and ranked first in the 
President’s Council, composed of the 
firm’s ten leading agents. 


Northwestern Nat’! Sets 
August Production Record 


Sales of new life insurance policies by 
Northwestern National Life in August 
totaled $16,142,000, setting a new August 
record for the ‘firm. 

The company reports its August sales 
were up 16% over the same month a 
year ago. The month topped the com- 
pany’s previous August high in 1958 
when sales were $15,547,000. 


General Agent 


New York 17, N. Y. 
MU 7-5212 


General Agent in Detroit 
Postal Life of New York 





MERTON J. SEGAL 


The appointment of Merton J. Segal 
as general agent in Detroit, and vicinity, 
for Postal Life of New York, was an- 


nounced by Donald L. Smith, director of 
agencies for Postal Life. Headquarters 
of the company are at 511 Fifth Avenue, 
New York. 


Mr. Segal is the owner of a multiple- 


line insurance agency known as _ the 
Meadowbrook Insurance Agency, with 


offices at 801 W. 11 Mile Road in Royal 
Oak, Mich. Formerly associated with the 
Massachusetts Mutual Life, he brings 
to his new post a number of years of ex- 
perience in the field of life insurance 
sales. 





HEARD On The WAY 








Frank L. Rowland, former managing 
director of LOMA and Jack Batch- 
ler, former secretary of the Kansas City 
Life (both now retired) have arrived 
in England on the Queen Mary. They 
will embark on the S.S. Warwick Castle 
for a trip around Africa, stopping at 
numerous ports on the east coast of 
Africa, at Cape Town, and at several of 
the islands on their return, including 
Ascension Island, St. Helena and the 
Canary Islands, They will disembark at 
Mombassa. Kenya and_ proceed _ to 
Nairobi, Kenya, where they will spend 
a month at the New India Insurance 
Co.’s offices. 

At Cape Town, 
bark and spend 
with officials of 
tual, South 


they plan to disem- 
several days visiting 
the South African Mu- 
African National and other 


—_— 


VvvvvVvVvVvvvVvvvyY: 


CHOICE 
LIFE-A&H POSITIONS 


M. West—Life/Group Actuary $18,500 
East—Life Regional Supt. 18,500 
W. Coast—Life Exec. Asst. 15,000 
East—Group Sales Mgr. 11,000 
M. West—A&H/Group Undr. 10,000 
M. West—Pension Sales Supv. 10,000 
East—A&H Prod. Supv. 8,500 


These listings representa- 
tive of Life-A&H-Fire-Cas.- 
ualty openings in all sections 
of the country. For our 
brochure “HOW WE OPER. 
ATE" fill in and mail the 
coupon below. All inquiries 
confidential. 





PLEASE SEND ME YOUR BRO- 
CHURE "HOW WE OPERATE" 


Address 


City-State 











FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 








- 4m 4p 4y Ay fy hr hoe fm hr, ty tr, tr, te 


life insurance companies. Mr. Rowland 
is expected back in New York Decem 
ber 12—while Mr. Batchler will return 
by air at an earlier date. Mr. Batchler 
was president of LOMA for 1951-52. 


The 1959 annual report of New Eng- 
land Life has been cited as the best 
among all life insurance companies in 
the United States and Canada in the 
annual judging by The Spectator, na- 
tionally known insurance publication, A. 
Joseph Newman, financial writer for the 
Philadelphia Evening Bulletin, speaking 
for the judges, called New England 
Life’s report a “first-rate discussion of 
income and how it was spent.” 

This year’s report, prepared by David 
W. Tibbott, director of advertising and 
public relations, and Francis W. Hatch, 
Jr., public relations manager, coincides 
with the 125th anniversary of the com- 
pany’s founding in 1835. 


Uncle Francis 
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M. L. Stewart Gen. Agent 
Penn in Philadelphia 


HELD POST IN MINNEAPOLIS 


Unusually Successful in Developing 
Large Producers of Insurance; 
Started in Kansas 


Maurice L. Stewart will become gen- 
eral agent in Philadelphia on October 1, 
replacing Joseph H. Reese, 
and will 


who has re- 
signed resume 
duction. 

Mr. Stewart 


personal pro- 


was appointed general 


agent in Minneapolis late in 1955, 


Since 


M. L. STEWART 


then the for pro- 


duction and manpower building has been 
exceptional. It winning the 
President’s Progress award in 1957. 
James E, Haney, presently general 
agent in Portland, Ore., will succeed 
Mr. Stewart as general agent in Minne- 
apolis where he joined the company and 
originally served as underwriter and 
supervisor. His successor will be an- 
nounced later. 


record of his agency 


includes 


Made Initial Success in Kansas 


Born in Eldon, Iowa, Mr. 

tended Missouri State Teachers College. 
He joined Penn Mutual in Topeka in 
1952 as an agent, had supervisory expe- 
rence in Kansas and then was brought 
to home office to enter the -company’s 
general agents training group. In 1955 
he was appointed general agent in Min- 
neapolis which agency tripled produc- 
tion under his leadership. He has shown 
unusual ability in developing half million 
and million dollar producers, most of 
whom were brought into the business 
under his leadership. 


Stewart at- 


Reese, Sr. and Jr. Set Up 


New Planning Service 

Joseph H. Reese, CLU, has resigned 
% general agent of Penn Mutual Life 
in Philadelphia, a position he has held 
lor 24 years and with his son, Joseph 
Jr., will establish a counseling and 
dlanning service in that city for clients. 
The senior Mr. Reese who is secretary 
and a trustee of American College of 
Life U nderwriters, and past president of 
American S ciety of CLU, has played an 





mportant role in the location of the 
Bryn Mawr site where the new educa- 
tional plant of American College, LUTC 
and pate affiliated educational bodies 


Sbeing built. Joseph H., Jr, entered the 
&ency in 1950 and is president of Phil- 
adelphia Chapter of. CLU. Both have 
teen large personal writers of insurance. 
On the books of the agency 
uillion of insurance in force, 


are $407 


Conn. General Changes 

Staff appointments at three offices 
have been made by Connecticut General 
Life. 

Weldon G. Kerr of the Boston branch 
office has been named assistant manager. 
He formerly served as a senior brokerage 
consultant. 

Archie E, Woodliff has 
pointed assistant manager of the Oak- 
land brokerage agency. He has been a 
senior brokerage consultant. 

Donald E. Buckroyd, formerly an agent 
for the company in Des Moines, has 
been named staff assistant at the West- 
chester branch office in Hartsdale, N. Y. 


been ap- 


E. A. Roginski’s New Post 


Edwin A. Roginski, formerly with the 
Mutual Benefit Life, has joined the re- 
search department of Paine, Webber, 
Jackson & Curtis, it was announced by 
Lloyd W. Mason, executive partner of 


the coast-to-coast investment firm. Mr. 
Roginski will specialize in preferred 
stock and bond analysis. 


Mr. Roginski is a graduate of Rutgers 
University, where he received his B.S. 
degree in 1950, and his M.B.A. in 1957, 
where he majored in finance and eco- 
nomics. Previous to his association with 
the Mutual Benefit Life, he was with 
the First National Bank of Sayreville. 


Kansas City Life Record 

With a total of $54,264,409, August 
production in Kansas. City Life broke 
all previous records in the company’s 
65-year history. The former record for 
the month, traditionally observed in 
honor of President W. E. Bixby’s birth- 
day, was $46,333,467, established in 1957. 

The nationwide campaign in which 
agents in 41 states and the District of 
Columbia participate, established an- 
other record—that of $10,352,285, on 
August 22, observed as President Bix- 
by’s natal day, compared to the previ- 
ous all-time high of $7,759,677 for the 
same day’s production in 1959, 








Continental American’s Planned Life Insurance Program Service, 
based on a distinctively professional concept, is an organized, 


systematic method of building clients through estate planning, 
and conscientiously providing maximum protection 
at minimum cost. The results this method produces, year 


after year, are significant. 


Last year, Continental American representatives increased their 
average new policy sale to an impressive $17,177, again placing 
. their company among the nation’s top-ranking life 


insurance organizations. 


in their continuing enthusiastic practice of the principles of the 
Planned Life Insurance Program Service, Continental American 
representatives are certain to reach even greater heights 


of personal achievement. 


They know that better business comes from 





the increasingly better client service they | 
are equipped to render—and brings with it 
proportionately greater rewards. 


aa =| Continental American Life Jor Sone 


oe 





Seg, 
Ne EE 858546 


WILMINGTON, DELAWARE 


sass mY 
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‘Bruce Power of CLIOA 
Dies Suddenly at 51 


CANADIAN ACTUARY’S CAREER 





Had Been Secretary and Actuary of 
Canadian Life Officers Association 
Since 1940 





Bruce R. Power, 51, secretary and ac- 
tuary of the Canadian Life Insurance 
Officers Association since 1940, died sud- 
denly September 1 in Toronto General 
Hospital. He had been in_ ill-heath 
recently and entered hospital for obser- 
vation. 


Mr. Power was widely known in insur- 





Milne Studios, Ltd. 
POWER 


BRUCE R. 


ance circles all over the North American 
continent. After graduation from Uni- 
versity of Toronto in 1930, he joined the 
life insurance department of the Do- 
minion of Canada General Insurance Co. 
and occupied the post of assistant ac- 
tuary until his appointment to the posi- 
tion he held at the time of his death. 

Mr. Power was a member of the 
Toronto Board of Trade and a past 
chairman of its taxation committee, a 
past vice president of the Canadian As- 
sociation of Actuaries and a past presi- 
dent of the U.T.S. Old Boys’ Associa- 
tion. He had been a Fellow of the So- 
ciety of Actuaries since 1937. 

In his youth, Mr. Power was a noted 
athlete and played on University of 
Toronto Schools Dominion Interscholas- 
tic Championship football team of 1925. 


Mr. Power is survived by his wife 
Charlotte, two daughters, Elizabeth and 
Mary, his mother Mrs. W. J. Power. 


Investment Manager in 


Prudential’s Bond Dept. 


Joseph P. Wargrove has been 
moted to investment manager in 
Prudential’s bond department. 

Mr. Wargrove joined the company in 


pro- 
The 


1956 as an investment analyst. He held 
the position of associate investment man- 
ager prior to this promotion. He re- 


ceived his B.A. in 1945 from University 
of Richmond, ‘and his master’s degree 
in finance from the University of Penn- 
sylvania in 1947. 

He has held instructorships at Uni- 
versity of Pennsylvania and at Drew 
University, and has worked in the f- 
nancial departments of the Ford Motor 
Co. and the Philadelphia Provident 
Trust Co. He has lectured on finance 
at Rutgers University, Newark, N. J. 

Prudential also announced the trans- 
fer of George A. Bremer, production 
manager of its Intermountain mortgage 
loan office at Boise, Idaho, to its New- 
ark home office, where he will be as- 
sistant director of mortgage loans and 
real estate investment. 


Fraser E. Pomeroy Resigns 
As Detroit General Agent 
The resignation of Fraser E. Pomeroy 
as general agent in Detroit for New 
England Life on September 1 was an- 


nounced by President O. Kelley Ander- 
son. 
Mr. Pomeroy, who has been associ- 


ated with New England Life since 1929, 
and has been general agent since 1946, 
will remain with the agency as associate 
general agent. A successor will be named 
later. Mr. Pomeroy, a native of Detroit, 
attended Wayne University, Detroit 
Commercial College and the University 
of Michigan. 

He is past president of the Detroit 
Life Managers Association, has served 
as secretary and director of the Detroit 
Life Underwriters Association and_ is 
a member of the Detroit Insurance and 
Trust Council and a life member of the 
Life Leaders Association of Michigan 
and of the New England Life Leaders 
Association. He is also director and 
past president of the Old Newsboys 
Goodfellow Fund in Detroit and a mem- 
ber of the National Geographic Society, 
the Alumni Advisory Council of Detroit 
Commercial College and the Governing 
Board of the Detroit Baptist Union, 





Fenton Sales Promotion 
Director Postal Life 


Joseph M. Fenton, Jr. has been pro- 
moted to director of sales promotion for 
Postal Life of New York, it was an- 
nounced by George Kolodny, Postal Life 
president. Mr. Fenton has been with 
Postal since 1958 when he joined the 
company as sales promotion  super- 
visor. 

In his capacity as director of sales 
promotion, Mr, Fenton will work in close 
liaison with Postal’s advertising agency, 
Albert Frank-Guenther Law, Inc., in the 
preparation of all Postal advertising. He 
will also be responsible for the creation 
and distribution of all sales promotion 
material, direct mail sales letters and 
public relations. 

Previously, he had been active in the 
field as a personal producer for Penn 
Mutual Life. He was then advanced to 
office manager for one of that company’s 
larger New York agencies. 

Prior to joining Postal, he was the 
New York advertising representative for 
the Hall Publishing Co., publishers of 
trade and consumer publications. 

A native New Yorker, he majored in 
advertising at New York University. He 
is presently a member of the Life Adver- 
tisers Association and its local Gotham 
Group. 





LIFE INSURANCE 





RENEWAL 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





Business Men’s Issues 
New Rate Manual, Policies 


Three new whole life plans, a yearly 
renewable term contract and reducing 
term plans introduced by Business Men’s 
Assurance Co. with the issuing of a new 
life insurance rate manual, effective Sep- 
tember 1. 

Low-premium whole life plans now are 


offered in three series by BMA. The 
new Preferred Whole Life plan, issued 
for ages 0 to 70 inclusive, is available 
for contracts with a minimum of $25,000, 
and replaces the company’s former Pre- 
ferred Paid at 90 contract. 

The new Preferred Executive Plan, a 
paid at 90 contract, is issued for ages 
0 to 70 inclusive, with a minimum amount 
of $10,000. 

An entirely new BMA plan, the Special 
Paid at 85, replaces BMA’s Special 
Whole Life from ages 0 to 70 inclusive, 
and is offered in amounts of $2,500 to 
$10,000. The Special Whole Life will 
continue to be offered from ages 71 to 
80 inclusive. 

New Term contracts include the Pre- 
ferred Renewable Term, a one-year con- 
tract providing the right to renew or 
convert to a permanent plan during a 
10-year period. This contract is issued 
for ages 15 to 55 inclusive with a min- 
imum amount of $25,000. 

The Preferred Protector Plans offer 
decreasing term protection without a 
basic contract. They are offered for 
10, 15, 20, 25 or 30 year periods with a 
$10,000 minimum, 

An additional change is the offering 
of 10 and 15 year term Security Supple- 
ments in one series, with one set of pre- 
mium rates regardless of the basic con- 
tract to which attached. 

The new BMA Life Insurance Rate 
Manual has been developed in a self- 
bound form which can be carried sep- 
arately or inserted in the Company’s 
present rate manual cover. 

BMA salesmen throughout the com- 
pany’s territory in 40 states, the District 
of Columbia and Puerto Rico began 
using the new manual September 1. 





John Hancock's 


RATEABLE AGE AT ISSUE 
0-30 
31-35 
36-40 











aire imeeeanes ¢emPranr 
POO Be meCerNoET HT 


Ask M. L. CAMPS AGENCY 


about 
New Non-Medical Rules 


The Following Maximum Amounts Will Be Considered: 


Call us for T.ll Information 


FRANK McCAFFREY LARRY CAMPS 


800 SECOND AVE. (at 42nd St.) NEW YORK 
OXford 7-2121 


MAXIMUM AMOUNT 
$25,000 
10,000 
5,000 





MARVIN ORNSTEIN 








| 





——. 


Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








O'TOOLE ASSOCIATES | 


Incorporated 
Management Consultants to 
Insurance Companies 


Established 1945 
220-02 H tead 


QUEENS VILLAGE 29, NEW YORK 











HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











Bronx Branch President 


Branch-President Rubin Minowitz, 
Prudential, (left) of the Bronx Branch 
of The Life Underwriters’ Association 


of the City of New York receives an 
expression of appreciation on his elec- 
tion to the branch-presidency from The 
National Association of Life Under- 
writers. Presentation is being made by 
outgoing Branch-President Philip Kalb- 
feld, Metropolitan Life. The election 
was recently held in Mayer’s ‘Parkway 
Restaurant. 





Occidental Names Herman 


Boston Assistant Manager 


Burton L. Herman has ‘been appointed 
assistant manager in the Boston branch 
office of Occidental Life of (California. 
Mr. Herman joined Occidental as a full- 
time agent in the Boston branch office 
in June, 1958 and was named Man of 
the Year there in both 1958 and 1959. 

A native of Boston, he earned his 
B.S. and M.A. degrees at Suffolk Uni- 
versity there, served in the Navy for two 
years, and taught high school economics 
and history before entering the insur- 
ance business, 
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Midtown Brokerage Agency 
Moves to Chanin Building 


WILLIAM F. KELLY 


Phoenix Mutual Life’s Midtown Brok- 
erage Agency, manager of 
William F. Kelly, is now located in 
new and larger quarters in the Chanin 
Building, 122 East 42nd Street, New 
York City. The Midtown Agency, the 
leading brokerage agency of the com- 
pany was formerly located in the Chrys- 
ler Building. 

The move to the new and larger offices 
was made because of the agency’s tre- 
mendous growth in the past three years. 
The Kelly organization is a full-time 
brokerage operation and is adequately 
equipped with complete service facili- 
ties. Mr. Kelly attributes much of the 
agency’s success to Phoenix Mutual’s 
plan, the Maximum Executive Policy, 
which he feels is unique in the industry 
and is unsurpassed as an effective selling 
tool. 

Assisting Mr. Kelly at the Midtown 
Agency are Donald A. Chandler and 

try Rosenfeld, brokerage supervisors; 
irginia Howard, office supervisor; and 
Barbara Madonia, Marion Corcoran and 
Mary Jane Reda, clerical staff members. 

Mr. Kelly, a Naval officer during 
World War II, joined Phoenix Mutual 
in 1947 as an agent in the New York 
Downtown agency and compiled an out- 
Standing personal sales record, In 1951 
he was selected to attend the com- 
pany’s supervisors training school in 
Hartford and received further training 
in management in the Brooklyn Borough 
Hall, New York Uptown, Cleveland and 
Boston agencies. 

Mr. and Mrs. Kelly and their five 
children are residents of Roosevelt, Long 
Island. 


which is 





MONY Plans Workshops 


Mutual Of New York expects a total 
of more than 400 of its top underwriters 
to attend a series of advanced under- 
Writing workshops in September. 

Nine two-day seminars will be con- 
ducted throughout the nation September 
1 to 29 by Donald Rave, assistant di- 
tector of field training, and Richard 
Borah, director of special markets. Both 
are members of the firm’s sales depart- 
men*. 

Mainly through the discussion method, 
the workshops will concentrate on two 
topics: Application of current tax laws 
and recen‘ tax decisions to life insurance 
planning for the corporate owner and 
MONY’s new products and practices in 
the area of individual policy pension and 
profit-sharing trusts. 

his is the fourth successive year 
MONY has condticted the workshop 
Series, which have proved highly popu- 
lar with the firm’s successful and ex- 
Perienced agents. 


New Aetna Life Plan 


A new life insurance plan designed for 
business and professional people requir- 
ing high amounts of protection during 
their business lifetimes has been an- 
nounced by Aetna Life. 

The new plan, called the Executive 
Special Protection Plan, combines equal 
amounts of Ordinary life and convertible 
Term insurance to give businessmen 


needed coverage to age 75 at a cost sub- 
stantially less than if the whole amount 


were in Ordinary life. Under the plan, 
premiums are level for life. 

The Term coverage is convertible, 
without medical examination, at any 
time prior to age 70, If not converted, 
the Term insurance ends at age 75. 

Aetna Life officials said the cash 
values that accumulate on the permanent 
insurance result in a “highly attractive” 
conversion credit at most ages. 

The Executive Special Protection Plan 
is available from age 20 through 60. Min- 
imum coverage amounts are $10,000 for 
each part of the policy, or a total of 
$20,000 of protection. 


OCCIDENTAL NAMES CARROLL 

John J. Carroll has been appoined as- 
sistant manager in the Los 
Westwood branch office of Occidental 
Life of California. Mr. Carroll joined 
Occidental in 1952 and has been associ- 
ated with the company’s C. L. DeVries 
& Associates agency in Los Angeles as 
an agent since that time. 

A native of Pasadena. he earned a 
degree from Occidental College in Los 
Angeles and served in the Air Force for 
two years. 


Angeles 





When you tell your clients and prospects INSURANCE 


about The Chase Manhattan 
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Chase WUanhattan 


INSURANCE PREMIUM 
BUDGET PLAN 








. PREMIUM 


/ BUDGET PLAN 


/ One of the chief points of sales resistance you 


/ ina lump sum. 


‘encounter is a client's reluctance — 
/ or inability —to pay a sizable annual premium 


Overcome this objection—with our Premium Budget Plan 


We pay the premiums for your client—for a full year in advance—and 
you collect full commission immediately! 

Your client repays us in convenient monthly instalments—often 
a saving over any other method for budgeting premiums. (The Chase 
Manhattan provides life insurance, without cost to your client, 
covering the unpaid balance of his note up to $10,000.) 

You make the sale . . . your client gets the insurance he needs 
... you both benefit from the convenient Chase Manhattan 


Insurance Premium Budget Plan. 


For free booklets to distribute to your clients, call our 
Instalment Credit Division, HAnover 2-6000, Ext. 5471. 


THE 


CHASE 


MANHATTAN 


BANK 


CHARTERED IN 1799 
Head Office: New York 15, N. Y. 
Member Federal Deposit Insurance Corporation 
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Retires from Travelers 


REVEL C. STRATTON 
Reuel C. Stratton has retired from 
The Travelers Insurance Companies after 


more than 40 years’ service. Long recog- 
nized as an international authority on 
safety in the field of nuclear energy, Mr. 
Stratton perved as assistant director of 


The Travelers reasearch depagtment. 
Following chemical work for the Sco- 
vill Manufacturing Company of Water- 


New Departure Manafac- 
Bristol, Mr. Stratton 
The Travelers as 
supervising chemical engineer in 1919. 
Later he became superintendent of the 
engineering and loss control division un- 
til 1956 when he was appointed assistant 
director of the research department in 
charge of chemical 9 nuclear research. 

He is a veteran of World War I and 
served as a special assistant director of 
safety of the Office of Chief of Ordnance 


during Wor! id War Il. He is a graduate 


and the 
Company of 
ted with 


bury 
turing 
became 


associa 


of Trinity C ollege, Hartford. 
Mr. Stratton is a former vice chair- 
man of the ‘Atomic Energy Commission’s 


reactor safe- 
United States 


advisory committee on 
guards established by the 
Congress. He was the only liaison rep- 
resentative of the life insurance industry 
working with the Atomic Energy Com- 
mission, He is a member of the American 
Institute of Chemical Engineers, Ameri- 
can Chemical Society, American Society 
of Safety Engineers, American Industrial 
Hygiene Association, American Society 
for Testing Materials, American Nuclear 
Society, and Health Physics Society. 

Mr. Stratton is also chairman of the 
Technical Committee of the Nuclear 
Energy Liability Insurance Association 
and is a member of the advisory com- 
mittee of the Nuclear Energy Property 
Insurance Association since the founding 
of these organizations in 1956. 

A member of the executive committee 
of the Nuclear Insurance Rating Bureau, 
he is author of a number of articles on 


insurance and has addressed insurance 
groups countrywide on atomic energy 
and its effect on insurance. 


Following his retirement from The 
Travelers, Mr, Stratton plans to continue 
his work on the advisory committee on 


Reactor Safeguards 


Real Estate Investments 
Increase By $116 Million 


The life insurance 


in real 


company investment 
estate totaled $3,786,000,000 on 
June 30, an increase of $116,000,000 in 
the first half of the year and $264,000,000 
more than a 


year ago, according to the 
Institute of Life Insurance 
Largest block of realty owned by the 





life companies was the investment in 
mercial and industrial properties held 
or rental purposes, which had reached 
$2,313,000,000 at mid-year, up $53,000,000 
in the half year and $147,000,000 in the 
months 


past 12 





W. J. McGowan to Oregon 
For Mutual Benefit Life 


William J. McGowan, CLU, has been 
appointed general agent in Oregon for 
Mutual Benefit Life of Newark, N. J. 
He succeeds George W. Ormsby, general 
agent in Oregon since 1952, who has re- 
signed his management responsibilities 
in order to devote his full time to his 
personal clients. 

Mr. McGowan goes to Portland from 
the company’s Buffalo, N. agency 
where he has more than 10 years of sales 
and management experience. We!l known 
in life insurance affairs in that city, he 
is the immediate past president of the 
Buffalo Life Underwriters Association. 

He joined the company in 1949 as an 
agent in the Buffalo office. During the 
succeeding ten years he received many 
life insurance honors and consistently 
qualified for membership in the Presi- 
dent’s Club, the organization of the 
company’s top life underwriters. In 1954 
he was named supervisor of the Buffalo 
agency. 

He has qualified for the Million Dol- 


lar Round Table in one year and has 
received the National Quality Award. 
He was awarded his CLU designation 
in 1956. 





Mrs. R. C. Neuendorffer Dead 


Mrs. Ester Sinn Neuendorffer, 
of Rudolph C. Neuendorffer, 
secretary of Guardian Life, 


wife 
former 
died Monday 


at her home in North Tarrytown, N. Y. 
at the age of 76. She was active in civic 
work and was board chairman of a 


Christian Fellowship organization which 
supported a junior college for girls in 
Tokyo. 


Surviving in addition to her husband 


are three sons, Joseph, Carl and Rich- 
ard; a daughter, Miss Ruth Neuendorf- 
fer; a brother, Francis P. Sinn, and 


eight grandchildren. 





APPOINT C. P. PARSONS 

Carl P. Parsons has been appointed 
assistant brokerage manager in the 
Birmingham branch office of Occidental 
Life of California. He joins Occidental 
after nine years in the insurance busi- 
ness. In addition to operating an agency 
of his own, he has been associated with 
both Prudential and General of America. 





JOIN “MILLIONAIRES CLUB” 

Warren W. Spikes of Hugoton, Kan- 
sas, and Edward ae asio of Temple, 
Texas, have been awarded membership 


in Lincoln Liberty Life’s “Millionaires’ 
Club,” consisting of men who have 
passed the mark of $1 million of insur- 


ance in force. 


(een 


— 





CONSULTING ACTUARIES INTERNATIONAL, INC, 
Consultants to Insurance Companies and 
Employe Benefit Plans 


666 Fifth Ave., New York 19, N. Y. CIrcle 5-2300 
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Imagine |! 


INDIVIDUAL TERM 
INSURANCE 


(Non-Par) 


At Age 35—Only 37 cents 
per Month per $1,000. 
MINIMUM $25,000 


Call Us for Details 


HITE & | 
INSTON 








EX 


1AR S. REED 








Appointment of Edgar S. Reed as 
second vice president in the personnel 
department of The Travelers has been 
announced by President J. Doyle De- 
Witt, following the monthly meeting of 
the board of directors. It was also an- 
nounced that Joseph L. Gehris has been 
named assistant comptroller in the comp- 
troller’s department. 

Mr. Reed has been with The Travelers 
since 1937 when he joined the company 
in the printing department and was 
named superintendent in 1949. He was 
appointed assistant secretary of the home 
office services department in 1952 and in 
1957 was transferred to the personnel de- 
ee where he was named assistant 

cretary. He was appointed secretary 
in the department in 1958. 

le is a graduate of Carnegie Institute 
of Technology where he received his 
B.S. degree and during World War II 
served as assistant director, technical 


INC, 


The UNITED STATES LIFE 
INSURANCE CO 





Travelers in 1934 in the branch office 


publications division, Bureau of Aero- administration department at Philadel- 
nautics, U. S. Navy. ; : phia. He also served in the general ac- 
Mr. Gehris became associated with counting department at the home office, 


and as assistant office manager at Phila- 





delphia. In 1948, he became supervisor 








JOHN A. 


NEWMAN 








JOHN A. 


NATIONAL LIFE of 
VERMONT 





ABE EISEN BRANCH 
ABE EISEN, CLU 
110 East 42nd Street 
New York 17, N. Y. YU 6-2490 


in the methods and planning department 
at the home office and in 1957 was pro- 
moted to superintendent of the expense 
allocation unit of the methods and plan- 
ning department. 


NEWMAN AGENCY 


General Agents He is a graduate of the Wharton 

School of the University of Pennsy!- 
. . ~ i 3 2 

130 William St., New York 38, N. Y. vania, and is an instructor at the Hart- 
ford College of Insurance, Hartford. 


WO 2-2163 


Werbel Life Course 


Werbel Institute will conduct another 
its life insurance courses commencing 
October 3. This comprehensive course, 


consisting of six lectures, will be held 
on Monday and Wednesday evenings 
from 7 to 10. It will prepare students 
for the State Examination to be given 
on November 10. 

Werbel Institute is located at 221 


Hempstead Turnpike, West Hempstead, 


New York 

As part of their public relations pro- 
gram, this course is conducted free ol 
charge. It is not orm eg | that the 





text material be purchased. However, if 
desired, students may buy W erbel’s Life 
Insurance Primer for $2.50. 

The lectures will be delivered on the 
premises in which Werbel Institute will 
be located after October 1. Enrollments 
will be accepted at the old office until 


ABE EISEN 


Low Cost 5th Dividend Term Option 











September 29. 
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Director of Agencies in 


Canada For New York Life 


WILLIAM R. 


LIVINGSTON 


The appointment of William R. Living- 
ston as director of agencies to assist Re- 
gional Vice Fred A. Wade, 
(LU, in the direction of New 
York Life’s Canadian business, has been 
announced by Raymond C. 


President 
overall 


Johnson, vice 
president in charge of marketing. 

Mr. Livingston, who has been an as- 
sistant vice president in New York for 
the past 18 months, will be in Toronto, 
where Mr. Wade directs the company’s 
Canadian operations, 


dfices throughout Canada for the sales 
a Ordinary life, accident and sickness 
insurance and Group insurance, 

Mr. Livingston joined New York Life 
in 1951. Until coming to New York, he 
was responsible for the development of 
the company’s Group organization in 
Canada as regional Group manager. He 
also participated in the development at 
the home office of the company’s Em- 
jloye Protection Plan Division, which 
provides Group insurance for employers 
of small groups. 

A native of Toronto, Mr. Livingston 
attended high school there and was later 
graduated from University of Toronto 
with a Bachelor of Commerce degree. 
Previously, he spent four years in the 
Royal Artillery of the Canadian Army. 
He was a director of the March of 
Dimes in Ontario and of Operation Re- 
ance, Inc., and a past president of the 
Toronto Group Insurance Association. 


consisting of 25 





Republic Nat'l Promotions 
Del Arneson of the Group division of 
Republic National Life of Dallas has an- 
iounced promotions of H. C. Casstevens 
tom Group. supervisor to regional 
Group manager; Ned C. Prigmore from 
Group supervisor to regional Group man- 
wer; and Charles H. Bonner, Chicago, 
trom Group representative to regional 
Group manager. 

New titles assigned within the home 
fice include Spense Gregor, supervisor, 
Group proposals; Tommy Rhodes, su- 
vervisor, renewal underwriting; and Mil- 
led Taurman, supervisor, agents licens- 
ng and contracts, Group division. 





South S. F. General Agent 


Michael J. Kack_has been appointed 
general agent in South San Francisco 
lor Occidental Life of California. 

Mr. Kack resigns as manager of the 


‘ompany’s Westlake - branch office in 
aly City, Calif. to establish his own 
gency. He joined Occidental in 1955 as 


‘sistant manager in the Westlake office 
ind became manager two years later. 


Pan-American Life Names 


. E. Strand in Pensacola 
John E, Strand has been appointed 
general agent in Pensacola, Fla. for 
Pan-American Life of New Orleans. 
Mr. Strand has been associated with 
Pan-American Life as a home office 
field supervisor and as associate man- 
ager in Pensacola with B. C. Goodman. 
Mr. Goodman, in relieving himself of 
managerial responsibilities, will devote 


himself to the service of his many per- 
however, act as 
a consultant in the administrative affairs 
of the agency. 

General Agent Strand entered the in- 
surance industry as claim examiner at 
Jacksonville, Fla. for The Prudential. 
Two years later he became a special 
agent in Prudential’s Pensacola office 
and in 1957 was promoted to division 
manager of that company’s Mobile Or- 
dinary agency. 


sonal clients. He will, 


Name Charles R. Bentley 


Continental Assurance has announced 
the appointment of Charles R. Bentley 
as assistant superintendent of agencies 
in its Mid-America department. 

A graduate of Harvard College and 
the Columbia University Graduate School 
of Business Administration, Mr. Bentley 
was formerly with ‘Connecticut General 
as a senior brokerage consultant in 
Cleveland and in New York. 












¢ 
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Today, more than ever, 7tna Life 
representatives on their way up 
realize that sound training is 
vitally important in serving their 
clients. That’s why so many are 
taking advantage of Aitna Life’s 
intensive training program. This 


five-step course equips A%tna Life 


representatives for every phase of 
life underwriting necessary for a 
successful life insurance career. 


1 Basic Estate Control Plan School. A four-week 
course at the Home Office with expert instructors 


teaching proved sales plans. 


2 Career Course. Under the general agent’s 
supervision, field work is combined with text 


book study. 


3 Advanced Training. Business insurance and 
tax courses at the general agency supplemented by 


field schools and clinics. 


4 C.L.U. Participation. The company provides 
financial assistance for text books and examinations. 


5 Leaders Seminars and Regional Meetings. Men 
who qualify exchange ideas with other top salesmen, 
Home Office personnel and prominent men from 


business and industry. 


Etna Life Trains for Success 


ETNA LIFE 


INSURANCE COMPANY 


Affiliates: AAtna Casualty and Surety Company 
Hartford 15, Conn. 


The Standard Fire Insurance Company * 


THIS MAN REFUSES 
TO STAND STILL IN 
THE LIFE INSURANCE 


BUSINESS 
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Asst. to Alabama Official 


Gov. John Patterson of Alabama 
Ernest C. 
dential assistant to State Superintendent 
Edmon L. Mr. 


Hornsby is a colonel on the governor's 


appointed Hornsby confi- 


of Insurance Rinehart. 


staff, was active in Gov. Patte-son’s cam- 
paign in 1958 and was a delegate to the 
Democratic National Convention in July. 
He is a 1960 graduate of the University 
of Alabama Law School. 


has 








“It just won't work!” 


Look — you'll make at least 15% 
more profits every year! 


YOU: Sure, sure! 


CG: In effect, we will be your Life 
Department. But for free. You pay no 
overhead, no nothing. We do all the 
paperwork, take care of all the techni- 
cal details. And you take all the 
commissions! 

YOU: Go on. 

CG: You probably have a good general 
insurance client who’s uninsurable . . . 
no one will touch him for Life insurance. 


Well, we'll analyze his policies, show 
him how to make them more productive. 


YOu: And then? 


CG: He becomes a walking advertise- 
ment for you. He’s impressed by the 
thoroughness of your service. He tells his 
friends, and your reputation grows. 


YOu: How does this Life Department 
service work with my regular clients? 


CG: The same way! Our method is based 
on service, not sales talks! Call your 
nearest C.G. office for the complete, 
profitable story. 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 





NALU Building Dedication Plans 


The National Life Un- 
derwriters will head- 
quarters building in Washington, D. ( 
The NALU 
building is a_ pillared, 


Association of 


dedicate its new 
on September 11. headquar- 


ters four-story 


structure in Georgian-Colonial style at 
1922 F Street, N. W. It is four short 
blocks from the White House and ad- 


the The 


Washington 


jacent to campus of George 
University. 

held at 
number 
life 
insurance 


Dedication ceremonies will be 
the building site with a large 
leaders of 
life 
home office officials, and representatives 
of national and Washington, D. 
and business attendance. 

The dedication will take place on the 
opening day of the National Association’s 
1960 annual convention. More than 2,- 


500 persons are expected to participate 


of association members, 


insurance organizations, 


C. civic 
groups in 


in the week-long convention program at 


the Mayflower and Statler Hilton 
Hotels. 
Main dedicatory remarks will be de- 


livered by Dr. Davis W. Gregg, CLU, 
president of the American College of Life 
Underwriters, 
tinguished life 


Philadelphia, and a dis- 
and 
native of Texas 
who completed undergraduate 
the University of 
Ph.D. the 
vania. He was associated with the Aetna 
Casualty and Surety Co. before World 
War II naval service. He was assistant 
professor of naval science at the Uni- 
versity of Minnesota, 1945-46; professor 
of insurance at Ohio State University 
1948-49, and at the Graduate School of 
Business, Stanford University, 1949. Dr. 
Gregg joined the staff of the American 
College in late 1949, 

Plans for the NALU building dedica- 


tion encompass ceremonies taking place 


insurance educator 


author. Dr. Gregg is a 
work at 
Texas and received his 
from 


University of Pennsyl- 


from the portico, with F Street, N.W.. 
(irom 19th to 20th, N.W.) blocked off 
to accommodate chairs for the assembled 
crowd. 


Schedule of Events 


The schedule of events for the dedica- 
tion program is as follows: At 1:45 p.m. 
ceremonies opened by Lester O, Schri- 
ver, executive vice president of NALU; 
the National Anthem, invocation, color- 
raising ceremonies conducted by the Na- 
tional Guard of Honor of the American 
Legion, introduction of special guests, 
turning over of building kevs by Robert 
Hubscher, of Hubscher, Dietrich and 
Coleman, general contractors, to A. W. 
Defenderfer, chairman of the NALU 
building committee; transmittal of keys 
by Mr. Defenderfer to William S. Hend- 
ley, Jr. NALU president; dedicatory ad- 
dress and benediction. 

A “free-flow” tour of the build'ng— 
including tthe newly-equipped offices of 
NALU and its tenant and sister life in- 
surance organization—the Life Under- 
writer Training Council—will follow the 
ceremonies. 

As guests move into the main foyer of 
the building they will be greeted by an 
imposing display of bronze plaques con- 


taining the names of more than 4,000 
“Charter Builders’—persons who have 
donated $100 or more to the NALU 


Memorial Building Fund. 

These pl uques will be dedicated by 
“QO. P.” Schnabel, manager for Jeffer- 
son Standard Life in San Antonio, who 
was instrumental in enlisting more than 
500 Texans as “Charter Builders.” Mr. 
Schnabel will also give the invocation 
and benediction. 

Following the tour of the building, 
a reception and tea for all NALU con- 
vention registrants and their guests will 
be hosted by the District of Columbia 
Life Underwriters Association at the 
Statler Hilton Hotel. 

In case inclement weather prevents the 
outdoor program, alterni itive cere- 
monies will take place at 2 p.m., in the 
Congressional Room of the Statler Hilton 
Hotel, 


——=.. 


Ebling Gets USO Award 





Left to right—Frank M. Kelly, USO 
Connecticut State Chairman; Mr. Ebling, 
Richard H. Bond, New England Regional 
Executive for USO. 


Robert W. 


R. Purser 


Ebling, CLU, of the 
Agency, Penn Mutual 
New York, recently received an 
from the United Service Organization, 
presented to him as chairman of the 
Darien Fund (Community Fund) for 
exceeding their quota. This is the see- 
ond year he has served as chairman 
Also he is a member of the Nationa! 
Board of Big Brothers, is on the finance 
committee of his Church, a past director 
of the Life Underwriters Association 
of the City of New York, chairman of 
the Penn Mutual national convention, a 
company production leader and a life and 
qualifying member of MDRT. 


Rochester General Agent 
The Canada Life 
appointed Angelo J. 
Triassi, Associates as 
Rochester, N. Y. Mr. Triassi has wide 
experience in all aspects of life under- 
writing estate planning, business. insur- 

ance and employe benefit plans. 


Carr 
Life, 
award 





Assurance Co, has 
Triassi, of A. J. 
general agent in 
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FOR INFORMATION write Charles L. Norvell, Dir. of Sales. 
Also reservation offices: New York, 17 E. 45th St., 
Boston, 73 Tremont St., LA 3-4497 « Chicago, 77 W. Wash- 
ington St., RA 6-0624 + Washington, D. C., Investment Bldg., 
RE 7-2642 + Glen W. Fawcett: San Francisco, 1029 Russ Build- 
2-6905 + Seattle, 726 
Joseph Vance Building, MU 
2-1981 « Dallas, 211 N. Ervay, 
RI 1-6814 « Los Angeles, 510 
West Sixth Street, MA 6-7581. 


WHITE SULPHUR SPRINGS +» WEST VIRGINIA 
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University of Wisconsin 


Symposium on Insurance 
A preview of the various papers to 
ye given at the Symposium on Insur- 
ce and Government to be held at the 
(aiversity of Wisconsin on September 
) 20, indicates an interesting program. 
rt E. Dineen, former New York 
insurance Superintendent now vice 
esident of Northwestern Mutual Life, 
present his critique of the O’Ma- 
honey report on insurance regulation. 
secifically, Mr. Dineen will take up 
majority report by the sub-commit- 
and make specific comments on con- 
jons. The minority views of Sena- 
Wiley, Dirksen, and Hruska will 
aso be analyzed. 
Another highlight of the symposium 
wil be the discussions involving Robert 
Bicks, acting assistant attorney general, 
Antitrust Division, U. S. Department of 
justice, and William A. Berridge, econo- 
mist, Metropolitan Life, on the subject 
of “Concentration or Deconcentration in 
the Life Insurance Business.” Mr. Ber- 
ridge has assembled some interesting 
statistical data relating to the struc- 
ture of the life insurance industry which 
undoubtedly will be subject to various 
interpretations including those of Mr. 
Bicks. 
In the regulatory field Donald P. 
McHugh, counsel U. S. Senate Subcom- 
mittee on Antitrust and Monopoly, will 
make specific comments relating to the 
new rating legislation proposed in the 
District of Columbia by Senator O’Ma- 
honey in the special recessed session of 
Congress. This legislation undoubtedly 
wil be under careful scrutiny by other 
members of the panel including Joseph 
Gerber, Director, Department of Insur- 
ance, State of Illinois, and Chairman of 
the Rating Committee of the NAIC, 
Registrations are still being accepted 
by the School of Commerce at the Uni- 
versity of Wisconsin, Madison 6, Wis- 
consin, for the two-day Symposium on 
Insurance and Government. Already 14 
State Insurance Departments have in- 
licated they will be represented togeth- 
er with a broad cross-section of insur- 
ance industry personnel. A fee of $50 
is charged which includes some of the 
meals but excludes housing which is 
arranged by special request. Dean E. A. 
Gaumnitz of the School of Commerce, 
University of Wisconsin, is in charge 
f the program, 


Mutual Benefit Holding 


Supervisors Conference 
The 1960 Supervisors Conference of 
Mutual Benefit Life of Newark, N. J., 
is being conducted at Chicago’s Congress 
ic from September 7 to September 
5, 
A series of panel and_ round-table 
liscussions will cover all phases of the 
supervisor’s duties, including recruiting, 
‘lection, training, supervision, planning 
and money management. 
Prospective agent recruiting interview 
techniques will be demonstrated by 
Daniel D. Dell, supervisor in the com- 
pany’s Cincinnati agency. 
Round-table moderators include home 
fice officials and fieldmen Jack Hen- 
son, Oklahoma City, recruiting and se- 
etion; and Bernard ‘Mayer, New York- 
Huber, training and supervision. 
General Agents Kenneth R. Bentley, 
Danville; Stuart A. Monroe, Chicago- 
Monroe; John O. Wilson, Chicago-Wil- 
on; and retired General Agent, Raleigh R. 
stotz, CLU, Grand Rapids, as guest 
speakers, discuss various phases of agen- 
‘y management, 
Second Vice President H. Douglas 
Palmer assisted by Director of Training 
William F, McMorry and Assistant Direc- 
lor of Training William F. Blake, Jr., 
CLU, are conducting the conference 
which will be concluded by a dinner on 
September 15. 
Other supervisors attending the con- 
lrence are: Jacob Baroff, Detroit; 
Thomas R. Clemens, Chicago-Monroe ; 
William House, ‘Manchester; Donald C. 
uuce, Jr., Newark; Norman G. Olson, 
Uhicago-Monroe; James H. Pohl, Lan- 
sing; and J. Carroll Parker, Honolulu. 





“Cradle Protection” Now 
Issued by Bankers Life 


Bankers Life of Des Moines is issuing 
a new line of insurance known as “Cradle 
Protection” which according to D. N. 
Warters, is a combination plan of life 
and health benefits for new-born babies 
who are not ordinarily included under 
individual or group hospital and surgical 
insurance until several days or longer 
after birth. 

Mr. Warters stressed the great need 
for insurance protection for premature 


babies, birth injuries or birth imperfec- 
tions. He said that out of the nearly 
four and one-quarter million babies born 
in the United States each year, nearly a 
quarter million have a congenital defect 
that needs medical attention. 

“Cradle Protection” fills the gap in the 
health insurance owned by families, based 
on the concept of insuring against im- 
pairments occuring before or at the time 
babies are born. The plan provides up 
to $5,000 protection for each new baby. 
If the first birth is a multiple one, sim- 
ilar benefits are provided for each child. 





“Hal, when you 
chose our 
reinsurer, . 

you were on 
the soundest 
medical ground!” 


6 

Wat, I've been hearing good things 
about North American Reassurance from 
the rest of the staff, but I’m specially in- 
terested in your ‘medical’ opinion, Bill.” 

“Just take this Rating Manual they gave 
us. The most complete, authoritative life 
manual I’ve seen... like having the best 
informed GP at your side.” 

“Glad to hear it. Each of their ceding 
companies gets one, and | understand 
North American Re does a bang-up job of 
keeping the manual updated. Anything 
else impress you?” 

“Yes—their medical underwriting capa- 





LIFE e 









bility is not only broad, but deep. After all, 
assessing unusual or combination risks is 
the toughest part of medical underwriting. 
Their staff and consultants are helpful to 
us because they're exposed to so many 
and varied substandard risks. For example, 
look at these papers published by North 
American Reassurance. They really know 
heart disease from the standpoint of 
insurability.” 

“| see what you mean. You know, | 
think their reinsurance services are what 
they are partly because that’s the only 
business they're in... and | like that. By 
the way, I’d like to berrow these cardio- 
vascular and coronary papers to read.” 


“0.K.—but | want them back 
for our medical library 
soon as you're done.” 


Right. These four papers, written in whole or in part 
by Dr. Harry E. Ungerleider, Consulting Medical 
Director of North American Reassurance Company, 
should be in the medical library of every life company. 


e Insurability in Cardiovascular Disease 

© Newer Horizons in Medical Underwriting 

© Long-Term Prognosis and Insurability in Coronary Heart Disease 
© Life Expectancy and Insurability in Heart Disease 


Would you like a copy of each? Simply address: 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 


Reinsurance Exclusively 
ACCIDENT & SICKNESS ¢ 


GROUP 


O. FORREST McGILL DEAD 





Prudential’s Executive General Manager 


At Jacksonville, Fla. South- 
Central Home Office 


O. Forrest McGill, executive general 


manager and assistant treasurer of Pru- 
dential’s South-Central Home Office in 
Jacksonville, Fla. died of a heart ail- 
ment on August 27. 


He had been in charge of his com- 


pany’s investment and banking activities 





O. FORREST McGILL 


in the ten state South-Central area since 
that office was established in 1953. He 
played a key role in the growth and 
development of Prudential’s business in 
that area. 

A native of Lumberton, N. C., Mr. 
McGill was a graduate of Washington 
and Lee University, where he was a 
member of Pi Kappa Phi fraternity. 
After serving as co-director of the Rex- 
McGill Investment Co. in Orlando for 
a number of years, he joined the Pru- 
dential’s Florida regional mortgage loan 
office in Lakeland in 1932. He was 
made manager of that office in 1939 and 
seven years later was placed in charge 
of the company’s mortgage loan office in 
New York, He served there and in the 
Newark home office until 1953, when he 
went to Jacksonville at the time the local 
office was established. 

‘Mr. McGill was a member of the 
South Jacksonville Presbyterian Church. 
He was active in civic affairs, serving on 
the Committee of 100 and Aviation Com- 
mittee of the Jacksonville Area Chamber 
of Commerce. He was also a member 
of the Jacksonville Board of Realtors. He 
was a member of the South Jackson- 
ville Rotary Club, has been a Rotarian 
since 1929 and was a past president of 
the Lakeland Rotary Club. He held 
memberships in Timuquana Country 
Club, Florida Yacht Club, Ponte Vedra 
Club, River Club and St. Johns Dinner 
Club. 

Survivors include his wife, Mrs. Gladys 
A. McGill; a son, O. Forrest McGill, 
Jr.; a daughter, Mrs. William R. Schulz, 
Palo Alto, Cal.; two granddaughters, 
Ellen Lelia and Lelia ‘McGill Schulz, 
both of Palo Alto; three sisters, Mrs. 
Ralph Sharpe of Newton, N. C., Mrs. 
Harry Memory, Lumberton, N. C.,. and 
Mrs. Vera Payne of Ft. Worth, Tex. 





Starts Medical Arts Life 


The Medical Arts Life Insurance Co. 
has been formed with headquarters at 
Oconomowoc, Wis. by William J. De- 
Muth its president and general manager. 
Haight, Davis & Haight of Omaha, ac- 
tuarial consultants, have been retained 
as technical advisors with H. B. Sturte- 
vant, until recently actuary of Old Line 
Life, as fulltime actuary. The company 
is expected to be operating early next 
year. 
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Martin Alvord Secretary 
Connecticut Mutual Life 





MARTIN E. 


ALVORD 


Alvord to sec- 
Hanmer to as- 
Mutual 
Life was announced by President Charles 
J. Zimmerman. 

Mr. Alvord accounting 
department since he joined the company 
in 1920. He was promoted to the official 
staff in 1952 as 
and in 1958 was named assistant secre- 
tary. 


Promotion of Martin E. 
and Russell F. 
of Connecticut 


Tetary 


sistant secretary 
has been in the 


supervisor of accounts 


Mr. Hanmer joined the Connecticut 
Mutual in 1947 following his graduation 
from Trinity College. He was named 


administrative assistant in 1954 and was 
promoted to the official staff as super- 
visor of accounts in 1959, 





Paul F. Clark Speaker 
At American College Hour 


One of the most pré minent men in life 
insurance today, Paul F. Clark, ‘CLU, 
chairman of the board of Iohn Hancock 
Mutual, will deliver ee American Col- 
lege Hour address at the NALU general 
convention session, September 14. Mr. 
Clark, who helped organize the American 
College in 1927 and is currently vice 
chairman of the board of trustees, will 
discuss “Life Insurance and the National 
Purpose” at the College Hour. 

Born in Dayton in 1892, Mr. Clark 
graduated from the Wharton School of 
Commerce and Finance, the University 
of Pennsylvania, in 1915. That year he 
entered the insurance business with his 


uncle, Ernest J. Clark, who was state 
agent for John Hancock in Maryland 
and the District of Columbia. Mr. Clark 


later opened his own agency in Boston 
in 1921, and eventually became John 
Hancock’s leading agent. In 1938 he 
moved to the company home office upon 
being elected vice president. He served 
as a director in 1941 and three years 
later was elected to the presidency of 
John Hancock. On February 11, 1957, 
Mr. Clark was elevated to the chairman- 
ship of the board of directors. 

During his long career, Mr. Clark has 
played a prominent role in the develop- 
ment of the life insurance business. Not 
only was he a founder of the American 
College of Life Underw riters, but he also 
inaugurated the Million Dollar Round 
Table in 1928, the year he served as pres- 
ident of the NALU. He received his 
CLU designation in 1931 and was presi- 
dent of the American Society of Chart- 
ered Life Underwriters in 1934. For his 
outstanding service to the institution of 


life insurance, Mr. Clark received the 
John Newton Russell Memorial Award 
in 1945. 


NALU CONVENTION SPEAKERS 





Frederick H. Mueller, Secretary of Com- 
merce and Gov. ges, 
North Carolina on Program 


Secretary of Commerce Frederick H. 
Mueller and Governor Luther H. Hodges 
of North Carolina will address the 1960 
annual convention of NALU in Wash- 
ington, D. C., next week. Secretary 
Mueller and Governor Hodges will be 
speakers on the agents forum, a tradi- 
tional convention highlight sponsored by 
the NALU committee 


ties. 


on agents activi- 
which has won a na- 
for presentation of 
commentary on subjects of vital interest 
will this year offer Democratic and Re- 


This event, 


tional reputation 


public evaluations of the key 
the 1960 Presidential 

“Although the Forum has 
spotlighted subjects of a life insurance 
nature,” Edwin Wood, CLU, 
the NALU committee on 
agents activities, “we believe that a dis- 
cussion of the 1960 election by a leader 
of each of the two major political parties 
is most appropriate—especially in view 


issues of 
election. 
usually 


notes R., 
chairman of 


of the fact that our 1960 convention will 
be in Washington, D. C.” 

Mr. Mueller became assistant secre- 
tary of commerce in 1955, under secre- 
tary in 1958, and was named secretary 
of commerce in 1959 by President Eisen- 
hower. He is a member of the govern- 
ing board of Michigan State University 
and active in various charitable and 
civic enterprises. 

Governor Hodges is another business 
leader who has turned to public service. 
After graduation from College, Gover- 
nor Hodges was employed by the tex- 
tile mills of Marshall Field and Co. In 
1938 he was made general manager of all 
of the company’s mills, and in 1943 he 
became a vice president of the corpora- 
tion. Governor Hodges retired from 
business in 1950 and spent over a year 
in Germany with the Economic Cooper- 
ation Administration. He was elected 
lieutenant governor of North Carolina 
in 1952 and succeeded to the governor- 
ship in 1954, He was elected to a full 
four-year term in 1956. 

Like Governor Cecil H. Underwood 
of West Virginia, who will address the 
NALU convention on September 15, 
Governor Hodges was a member of the 
party of nine American governors who 
made an extensive tour of the Soviet 
Union in 1959. 
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TAKING 


THEIR HATS OFF 


to DOMINION 


Because our Whole Life (non-par) is 
SO ideal for the client who needs guar- 
anteed low-cost permanent insurance. 
(For business and tax purposes, or for 
large-scale family protection.) 


Our contracts offer just that! Look 
at these rates ($25,000 minimum): 


$11.04 Age 40 $21.53 
12.74 45 26.40 
14.94 50 33.02 
17.80 55 41.6 


Available with Monthly Income Disability, Waiver of Pre- 
mium (with or without maturity), Accidental Death Benefit, 
Mortgage Redemption, Family Provider and Family Income 
riders. Liberal underwriting (substandard up to 500 per cent 


Call us for further information 


Phone MA 2-5990 


LIFE AGENCY OF NEW JERSEY, INC. 
10 Commerce Court, Newark 2, N. J. 
MArket 2-5990 








———, 
TO GENERAL BROKERS 
THE LEE NASHEM AGENCY 
“The Major League Agency" 
(Canada Life Assurance Co., Toronto, Canada) 
HAVE YOUR OWN COMPLETE LIFE DEpr, 
All communications on your letterhead—with 
copies to you. All phone calls taken at your 
switchboard and relayed to us. Your client 
gets expert service from your own ha ind 
picked expert. Double your volume with half 

the effort—at no extra cost! 
PHONE US, THIS PLAN WILL MAKE 
MONEY FOR YOU! 
Call us at Oxford 7-2950 











LEE 





NASHEM AGENCY) 


110 East 42nd St} 


FRED E. 


COLWELL 


W. E. Bixby, president, Kansas City 
Life, announces appointment of Fred E. 
Colwell, CLU, as general agent for South 
Central Michigan, with offices at 109 W. 
Michigan Ave., Lansing 16, Mich., and 
his territory will comprise these counties: 
3arry, Bay, Calhoun, Clinton, 
Gratiot, Ingham, Ionia, Jackson, 
amazoo, Livingston, Midland, 
and Shiawassee. 

Mr. ‘Colwell has had 13 years’ experi- 
ence with two other large life insurance 
companies before joining Kansas City 
Life. He has been a personal producer, 
an agency organizer and an assistant 
manager. He is a licensed counselor of 
the Michigan State Insurance Depart- 
ment and active in insurance and civic 
organizations in his community. 

Mr. Colwell is a past president of the 
Lansing Life Underwriters Association; 
past secretary-treasurer of the Central 
Michigan Chapter CLU and a member 
of the Michigan State Alumni Varsity 

Club. 


Eaton, 
Kal- 
Saginaw 





Goodwin J. Knight to Head 
New Heritage Life of S. F. 


Former California Governor Goodwin 
J. Knight will be president of Heritage 
Life Insurance Co. being formed in 
San Francisco. The new company wi 
be a wholly-owned subsidiary of Cap- 
ital Shares Ins., which will invest $1,- 

000 in the stock of Heritage Life. 

Mr. Knight said the company will 
establish a general agency system 
throughout California. He said: 

“It is my belief that another life in- 
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surance company domiciled in our state 
can do much to provide additional funds 
for industrial expansion in California.” 

At the outset, he said it is planned 
that Heritage Life will sell standard 
life insurance policies, including Ordin- 
ary life, limited payment life, term and 
endowment policies. 
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Gets Enlarged Post 
With California Life 

















THEODORE GLASRUD 


Oakland— Theodore Glasrud, a vice 
president and director of ‘California Life 
for the past two years, has been named 
to the newly created position of assistant 
to the president, it has been announced 
by B. N. Nemerov, president. Mr. Glas- 
tud, for many years a prominent at- 
torney in St. Paul, has given up his prac- 
tise and has moved to Oakland to take 
over the new post which places him in 
charge of all internal affairs of the com- 
pany. 

Mr. Nemrov explained that the position 
has been necessitated by the growth of 
California Life within the past 2 years 
and is in line with other expansion plans. 
The company, which is now licensed in 
17 states, recently broke ground for an 
addition to its home office building in 
Oakland which will triple the size of the 
present floor space and will also permit 
installation of an electronic data process- 
ing system. ; 

Mr. Glasrud has been a partner in the 
firm of Glasrud & Mikeworth, St. Paul, 
specializing in the business and corporate 
practice of law. He was born in Spring 
Grove, Minn., and holds degrees of bach- 
elor of arts and bachelor of law from 
University of Minnesota. p 

He was prominent in business and 
civic organizations. He is former presi- 
dent of the Minnesota Junior Chamber 
of Commerce and national director of 
the United States Junior Chamber of 
Commerce. He has been chairman of the 
St. Paul Republican Party organization 
and has been active in various organiza- 
tions in White Bear Lake, Minnesota. 
These include being president of the 
Lions Club, the Chamber of Commerce 
and the Rotary Club and the parent- 
teacher association. 





Lindsay With Pan-American 


Roger S. Lindsay, senior underwriter, 
Group underwriting division, Connecticut 
General Life, has been appointed director 
of Group underwriting for Pan-American 
Life of New Orleans. Appointment was 
announced by Pan-American Life’s vice 
president, Wallace B. Schmitz. 

rt. Lindsay, graduate of Harvard Uni- 
versity, has over 13 years experience in 
the administration and underwriting of 

Connecticut General’s Group insurance 
Pfogram. A native of Dorchester, Mass., 
he is a veteran of the U. S. Air Force, 
having been awarded the distinguished 

ying cross. 

In his new position, Mr. Lindsay will 
direct the underwriting of Pan-American 
Life’s Group and pension business at the 
company’s home office in New Orleans. 


Pacific Mutual Sets Up 
Phoenix Mortgage Office 


Pacific Mutual Life has reorganized 
its mortgage loan operation in Arizona 
to include a district office in Phoenix 
that will serve the entire state. 

-Arizona mortgage loans, previously 
processed through the Los Angeles dis- 
trict office, will now be administered di- 
rectly and loan commitments made in 
Phoenix. 


Thomas L. Lowe, Pacific Mutual vice 
president in charge of real estate and 


mortgage loans, said the new setup 
will increase speed and efficiency in 
working with Arizona businessmen and 
home owners. 

Warren O. Sutton, mortgage loan 
manager in Phoenix since 1956, will now 
head the district operation, according 
to Mr. Lowe. Mr. Sutton, recently elected 
secretary-treasurer of the Arizona Mort- 
gage Bankers Association, first joined 
Pacific Mutual in 1952. 








Franklin Sales at Peak 


August sales were the greatest for that 
month in the company’s history, Presi- 
dent Chas. E. Becker of Franklin Life, 
Springfield, Ill., reported with production 
at $103,104,000, an increase of 19.9%. 

Architectural designs are reaching a 
final stage for the erection of a new 12 
story building connecting with the pres- 
ent 3-building plant. Franklin now has 
two Univac “brain machines” in full op- 
eration. 








limits. 


more closes. 












With Provident you can write up to $500 monthly indemnity 
—two year sickness, and up to $300 monthly, five year sick- 
ness with “no medical required.” 


This is only one of the reasons why an increasing number of 
producers are placing their Non-Can with Provident. 


Want full details? It’s the broadest line of Non-Cancellable, 
Guaranteed Renewable Accident and Sickness policies avail- 
able anywhere, with exclusive sales plans that guarantee 


Call the Provident office nearest you or write the Home Office 


PROVIDENT 
LIFE AND ACCIDENT INSURANCE COMPANY 


CHATTANOOGA 


MEDICAL 
REQUIRED 


More than 50% of all Provident Non-Can policies are issued 
without medical, because of Provident’s liberal non-medical 
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Jaffe Agency Named by 
' Eastern Life of N. Y. 


LIFE DEPARTMENT EXPANSION 


Harvey Zimmerman Appointed Manager 
Of Newly Organized Department of 
New York City Agency 
In a revitalization and expansion of 
its life insurance dept., Jaffe Agency, 
Inc. New York, announces the repre- 


sentation of Eastern Life of New York 
by its affiliate Jaffe Life Organization, 


Lorstan St:dics 


HARVEY ZIMMERMAN 


Inc. according to Alfred I. Jaffe, presi- 
dent of both corporations. The move to 
Eastern Life was termed by Mr. Jaffe 
“a move into a company that is 





ALFRED I. JAFFE 


thoroughly imbued with the philosophy 
of brokerage business.” 

In addition, the Eastern is noted for 
its flexible underwriting attitude and its 
approach towards new marketing meth- 
The speed with which a company 
adapts itself to our fast-changing busi- 
ness is a big factor in today’s dynamic 
period, noted Mr. Jaffe. The Eastern 
Life is evidencing itself as a “fast mover” 
and Mr. Jaffe feels that such a company 
is fully in keeping with the objectives 
of his own organizations. 

Managing the newly reorganized de- 


ods 


partment is Harvey Zimmerman. He 
started his life insurance career as a 
full-time agent for Penn Mutual and 


in a few years became brokerage super- 
visor of the Berkshire Life, a 
has held since 1956, 

Prior to entering 


post he 


the business Mr. 





North American Life Sales 

Chicago—North American Life an- 
nounced that its written life insurance 
sales during August totaled $9,896,948; 
a peak record for any single month in 
the 53 year history of the company 
This new record exceeded the life vol- 
ume sales of the same month of last 
year by nearly 33%. The company’s 
August life sales mark was 9.5% ahead 
of the previous written life volume high 
recorded during April of this year, 

The company’s written life volume 
sales for the first eight months of 1960 
are running nearly 36% ahead of the 
same months of last year. Total North 
American applications are up more than 
10% over 1959. 





Zimmerman was educated in the New 
York City public culminating 
in an LL.B. from New York Law School. 
After serving two years in Panama on 
the staff of the Commander-in-Chief of 
the Caribbean Command, Mr. Zimmer- 
man went into the life insurance 
ness. 

In addition to his experience in train- 
ing brokers to be better life insur- 
ance men, Mr. Zimmerman also brings 
with him the legal training so necessary 
for a complete understanding of the tax 
angles of both business life insurance 
and estate planning. 


} 
schools, 


busi- 





to head its Group Division. 


lars as to experience to 





WANTED 


Large New York City Life General Agency seeks a man 


Excellent growth opportunity. Salary and incentives 
open. Present personnel notified. Write stating full particu- 


BOX 2840, The Eastern Underwriter, 93 Nassau St., N. Y. 38 














Curran on NALU Committee 


Robert I. Curran, Jr., general agent, 
Massachusetts Mutual, administrative 
vice president of The Life Underwriters’ 
Association of the City of New York has 
been named as one of the members of 
the NALU committee on credentials at 
the Washington convention to be held 
during the week of September 11. 

Mr. Curran’s appointment was made 
by Herbert J. Baum, chairman of the 
NALU committee on credentials. The 
major assignment of this committee is 
to validate the credentials of all members 
of the National Council of NALU in at- 
tendance at the convention. 





“We'd be busy all the time every day if we just had 
Anico’s complete line to offer.” 


OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRESENTATIVES, 
BROKERS AND SPECIAL BROKERS 


ANICO SALES LEADERS 


Econ-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewable A& H and 4&S 
Policies 
Non-Medical to Age 45 
Annuity Conversion Rider (free) 
Equity Builder Policy for Pension 
and Profit-Sharing Plans 
(Ask about other specials) 





Inquiries about these or other open- 
ings for those with special qualifi- 
cations and experience will receive 
prompt attention and answer. For in- 
formation address: 
OF SALES 


AMERICAN NATIONAL 
INSURANCE COMPANY 


COORDINATOR 


GALVESTON, TEXAS 


OVER 5 BILLIONS OF 
INSURANCE IN FORCE 


El Paso General Agent 





MARVIN E, SAMPLE 


Mutual Life 
nounced the opening of a new general 
agency in El] Paso, Texas, and the ap- 
pointment of Marvin E. Sample as gen- 
eral agent. Established to meet the ex- 
panding life insurance needs of the El 
Paso area, the agency is located at 300 
Mart Building. 

Mr. Sample, who became affiliated 
with the San Antonio Agency of Mas- 
sachusetts Mutual in 1953, has been dis- 
trict manager in El Paso since 1955. A 
native of Birmingham, he attended the 
University of Alabama and served as a 
first lieutenant in Korea from 1949 to 
1952. 

A leader in both business and com- 
munity activities, Mr. Sample has been 
president of the El] Paso General Agents 
and Managers Association and a di- 
rector of the Association of Life Under- 
writers. He has been secretary and first 
vice president of the El] Paso ‘Junior 
Chamber of Commerce, president of the 
University of Alabama Alumni Associa- 
tion in E] Paso, and is a member of the 
El Paso ‘Country ‘Club. 


Massachusetts has an- 





Congressman Keith to 


Address NALU Meeting 


Congressman Hastings Keith of Mas- 
sachusetts is the final speaker to be an- 
nounced for a symposium on “The Chal- 
lenge of the Sixties,” which will feature 
the 1960 annual convention of The Na- 
tional Association of Life Underwriters, 
in the Nation’s ‘Capital, September 11-16. 

Congressman Keith will join three pre- 
viously-announced speakers — Governor 
Cecil H. Underwood of West Virginia; 
Arch N. Booth executive vice president 
of the Chamber of Commerce of the 
United States, and Philip F. Howerton, 
of Charlotte, N. C., past national mod- 
erator of the Presbyterian Church—on 
the NALU September 15 general con- 
vention program. 
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Walter Klem Reports 
Savings Per Family 


EQUIVALENT 28 MONTHS INCOME 





Equitable Senior Vice President Finds 
Americans Had Net Equity 
Of $775 Billion 





Total American savings have shown 
, remarkable stability over the last few 
years, Walter Klem, senior vice presi- 
dent and chief actuary of Equitable So- 
ciety in an address before the National 
Workshop on Economics for Business 
Education Teachers at Montclair State 
College, Montclair, N. J. 

He reported that at the close of 1959, 
“American had accumulated a net equity 
in financial assets of $775 billion, en- 
compassing savings shares, insurance and 
pension reserves, United States savings 
ponds, and so forth.” This, he said rep- 
resents mean savings per family of about 
$13,000, the equivalent of nearly 28 
months’ disposable personal income at 
the current rate of earnings. 

The total, said Mr. Klem, does not 
reflect individuals’ equity in real estate, 
nor personal capital invested in con- 
sumer durables. He said: “We are all 
conscious, nevertheless, of the powerful 
influences operating today to diminish 
the incentive to save, though for myself 
[am hopeful that more powerful forces 
will always operate to nurture the spirit 
of individual thrift and _ self-reliance. 
“Dr. Raymond Goldsmith, perhaps the 
nation’s leading authority on the sub- 
ject of savings, has observed in his com- 
prehensive work (A Study of Savings 
In The United States) a remarkable sta- 
bility in the ratio of personal saving to 
personal income since the beginning of 
this century, and possibly back to the 
middle of the 19th century.” 

Mr. Klem said this analysis “that there 
isno evidence of a long-term downward 
trend in the saving ratio is a most en- 
couraging argument against those who 
have advanced the hypothesis of a de- 
dining tendency to save.” 

To support this view, he noted that 
Department of Commerce figures show 
personal saving has been running be- 
tween $23 and $24 billion the past three 
years. 





ITS LARGEST DEATH CLAIM 


Two Checks Sent For $1,885,614 Total 
On Executives Life 
Policies 

Occidental Life of California recently 
paid the largest death claim in its history 
—The amount: $1,885,614. 

Two checks totaling that amount were 
delivered to a corporation in payment of 
two life insurance policies on the life of 
an executive. The policies had been is- 
sued during the past five years. 

Earlier this year the company paid a 
$1 million death claim. The largest pol- 
icy ever issued by Occidental on the life 
of an individual was $3,335,000—sold this 
year, 








Annual Rose Show at 
Colonial Home Office 


The sixth annual rose show sponsored 
by the North Jersey Rose Society, an 
affiliate of The American Rose Society, 
will be held at The Colonial Life home 
ofice building, East Orange, September 
4. Theme of this year’s show is “The 
Rose in Song.” The exhibit will be open 
from 1:30 p.m. to 9:00 p.m. No admis- 
sion charge will be made and the public 
is invited. Over 2,000 persons attended 
last year’s exhibit at the Colonial Life 
building. 

Richard D. Nelson executive vice 
president of Colonial Life represents the 
Colonial Life in handling arrangements 
with the Show Committee, and Mrs. 
Nelson will officiate at the ribbon-cutting 
show opening ceremony. 

Robert W. Rousch is honorary chair- 
man of the rose show committee and 
Stevo Popovich is chairman of the rose 
show committee. 


Public Service Awards to Assn’s 


Washington—Sixteen of the nation’s 
800 local life underwriters associations 
were announced as winners of Public 
Service Awards for their outstanding 
contributions to community betterment 
during the past year. The awards will 
be presented here next week at the 7Ist 


DEPTH 


annual convention of National Associa- 
tion of Life Underwriters by Dr. Louis 
I. Dublin, health and welfare consultant 
to the Institute of Life Insurance and 
coordinator of the nationwide Public 
Service Program sponsored annually by 
the NALU and the Institute. 











Everything but a course in hypnotism is included in Union 
Mutual’s program for training men, and if we thought it 
would help build men better we'd soon have a resident mes- 
merist on our staff. We do believe in a depth approach, though, 
and our training team has made it pay off. This team, com- 
prised of an experienced Agency Manager, a Regional Agency 
Supervisor, and a Field Development Supervisor directs all its 
efforts toward building the man in the field — assisting him in 
all phases of his personal growth. 


Why do we call it personal growth? Because we're convinced 
that you create the salesman only by building the man. 
During our training process we make available the best sales 
tools and provide careful instruction, guidance and super- 
vision. The secret ingredients are consideration and under- 
standing of the individual. The result is a man of greater 
stature and income — a leader in his community and a credit 
both to himself and Union Mutual. 


UNION MUTUAL 





ovat Santee 
America’s 8th Oldest Life Insurance Company 


Carleton G. Lane, President 
Home Office — Portland, Maine 


John R. Carnochan, Executive Vice President 


ew NON-CAN SICKNESS & icicles GROUP 








Highest Awards 
Top honors in the 1960 program will 
go to the Life Underwriters Associa- 
tions of Kansas City, Mo.; Wichita, 
Kan.; Framingham, Mass.; and South 
Brevard (Melbourne), Florida. Kansas 
City placed first among associations with 
over 400 members for its original con- 
tribution in the form of a special train- 
ing film produced for the Heart of 
America United (Campaign. Wichita, in 
the category of 101-400 members, also 
won for a United Fund activity—the 
development of a successful payroll de- 
duction plan for small business contrib- 
utors. Framingham’s high school merit 
scholar recognition program was judged 
outstanding among associations with 50- 
100. members, and South Brevard 
achieved its first prize in the under-50 
member associations for iis all-around 
leadership of a New March of Dimes 
campaign. 
_ As in the previous three Public Serv- 
ice Program competitions, Dr. Dublin 
will present a bronze Public plaque to 
each of the four winners. In further 
recognition of their efforts, the associa- 
tions will be honored at banquets in their 
home communities later this fall 


Other Awards 


Continuing the policy adopted last 
year, Dr. Dublin announced that three 
former plaque-winning associations had 
won silver awards for “sustained effort” 
in a contin#ing or new project. These 
were: Safi Diego, for a unique geriatrics 
program; Dallas (a three-time winner), 
for an extensive anti-inflation campaign; 
and Oklahoma City (a three-time win- 
ner), for its constantly improving and 
expanding work with the Oklahoma 
Medical Research Foundation. 

Certificates of Merit for outstanding 
achievement will also be presented to 
representatives of the following asso- 
ciations: Rochester, N. Y.: Bridgeport, 


Conn.; Topeka, Kansas; Grand Island, 
Neb.; Schenectady, N. Y.; Southwest 


Florida; Land O’Lakes, Wisc.; Mineral 
Area, Mo. and Camden, Ark. 


Public Service Progress Cited 


In announcing these awards, Dr. Dub- 
lin noted the progress made in the many 
local public service projects carried out 
during the past year. He attributed 
the high degree of success in a number 
of instances to the trend toward the ap- 
pointment of an association “public serv- 
ice chairman” or “public service com- 
mittee.” “By taking this step,” he said, 
“associations are better enabled to con- 
tinue their public service activities from 
year to year, rather than having them 
halt when new officers are elected every 
twelve months.” He also expressed his 
appreciation for the full cooperation ex- 
tended by NALU officers and trustees 
and state association presidents in the 
promotion of this national program. 

Dr. Dublin will be a featured speaker 
on the Thursday afternoon program of 
the Convention, at which time he will 
review the public service record of the 
life insurance business over the past 
fifty years. 





. 


Henderson, Hall Named By 


Northwestern National 


‘Maurice M. Henderson has_ been 
named secdnd vice president for ad- 
ministration by Northwestern National 
Life. (Formerly director of personnel 
and administrative services, he has been 
with the company since 1934. 

Kenneth M. Hall, assistant personnel 
director under Mr, Henderson, has been 
named personnel manager. 

Mr. Henderson will assume broader 
responsibilities in connection with gen- 
eral office operations and administrative 
services. 

Mr. Hall became associated with the 
company in January, 1956 as personnel 
assistant, being named assistant per- 


sonnel director a year ago. He formerly 
was associated with the personnel de- 
partment of Northrup King & Co. 
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MARINE UNION 


Attention of much 


IN WASHINGTON 
of the property in- 
the world 
ington, D. 

held 


80 years ol 


surance industry throughout 


will be centered on Was! 


next week for there will be the 


first gathering in its opera- 


Ma- 


will be around 


tions of the International Union of 


rine Insurance. Present 


300 delegates from 30 countries, includ- 


ing several from countries behind the 
“Iron Curtain.” This is one of the few 
urge world-wide meetings of property 


insurance representatives held in this 


country; international in the sense that 


representatives come 


the Western 


have been numerous 


the majority of 


from nations not located in 


Hemisphere, There 


Latin American gatherings and United 


States-Canadian meetings also are held 


frequently. 
The 
for 


No decisions or resolutions 


Marine Union serves as a forum 


discussion of ideas and suggestions. 


are adopted, 


for such is not permitted. The Union 
has no executive power over the mem- 
bership. Membership is by marine asso- 


ciations located in many nations and the 


underwriters serving as members discuss 


leading problems in the industry and 
sometimes offer suggestions, following 
which subjects may be debated. As 
much light as it is possible is thrown upon 
the topics up for consideration, with the 


their knowledge 


ho may be 


underwriters offering 


for the benefit of others w less 


conversant with this or that particular 
information 
valuable personal 
Marine Union 


most of 


subject. This interchange of 
is supplemented by the 
contacts made at meet- 
the time are 
from 


Ame 
miles 


ings by men who 


located hundreds of miles one an- 


and in the case of rican un- 


thousands of from 


erwriters, 
macapenn centers 


Che International Union itself is made 


up of national ocean marine underwriter 
and 
m is entitled to four rep- 
resentatives to annual erences. 


Within recent years, the ocean marine 


rade associati from 45 countries 


ymns 





each associati 


conf 


concerned themselves 
with such varied topics as: the continu- 
ship repair costs; the 
delayed by ship- 
the economic aspects of super- 
tankers and super-bulk dry cargo car- 


underwriters have 


ing increase in 


problems of claims 


owners; 


riers; the development of off-shore drill- 
ing in nu- 


including fission- 


rigs; and the safety factors 
clear 
able materials in 

The 
1874, 
land. 


propelled ships, 
transit. 

founded in 

has a secretariat in Zurich, Switzer- 
The incumbent 

Rostock-Jensen of 


Union, which was 
president is L. 
Copenhagen. Mem- 
bers of the executive committee, in addi- 
tion to West 
Kingdom, 


the president, are from 


Holland, United 
France and the United States. 


Germany, 





HENDON CHUBB 


One of the most 


highly regarded ex- 
ecutives in history of the insurance busi- 


ness was Hendon Chubb whose death 


occurred last week, His leadership in 
marine insurance was indicated by the 
important industry posts he had _ held. 


The list, a long one, included top posi- 
tion with The American Marine Hull 
Insurance Syndicate (formed 40 years 


ago) and of which he was a founder and 


for many years chairman of the under- 
writing committee, and United States 
Bureau of War Risks Insurance of 


which he was chairman during World 
War I. He was on board of managers of 
American Cargo War Risk Reinsurance 
Exchange and a director of insurance for 
United States Shipping Board. 
Mr. 


resentatives of 


Chubb had the confidence of rep- 
United States 
his confreres in 
He was active in 

activities and 


the gov- 


ernment as well as of 
insurance business. 
philanthropic 
outlook was als 
set up the Chubb Foundation 
Fellowship at Yale, his alma mater. 
With a prestige which grew over the 
which reflected 
a large degree of charm and an abund- 


the 
numerous 
his broad o demonstrated 


when he 
decades his personality, 
ance of kindly wisdom and consideration 


of others, helped form a most attractive 
image of an American business executive. 


BENJAMIN H. MOODY 


Benjamin H. Moody has been ap- 
pointed production manager for casualty 
department of American Casualty Co. 
of Reading, Pa. it is announced by 
Arthur F. Seelig, vice president who 
heads the casualty department. Mr. 
Moody has had 23 years of experience 
in the casualty field. Since becoming 
affiliated with American Casualty in 
1933 he has been a liability and casualty 
underwriter, a senior underwriter and 
was supervisor of casualty underwriting 
at the time of his promotion to the 
production manager’s post. In World 
War II he was a captain in the 182nd 
Infantry serving in the South Pacific. 

‘ * 


Paul Zittell, Brooklyn, was honored 
this week on the completion of ten years 
of service with the Solomon Huber Agen- 
cy in New York City of Mutual Benefit 
Life. One of the company’s outstanding 
agents, Mr. Zittell has consistently qual- 
ified for membership in the President’s 
Club, a group of the company’s top life 
underwriters and has earned member- 
ship in the Million Dollar Round Table. 


Mr. Zittell served in the Army Air 
Force during World War II. He is 
now active in the B’nai Brith and has 


served as president of the Borough Park 
Lodge. 

eS 

John J. Byrne has been named man- 

ager of the workmen’s compensation and 
general liability underwriting depart- 
ment at the home office of Atlantic Com- 
panies (Atlantic Mutual and Centen- 
nial). Mr. Byrne joined Atlantic in 1951 
and has served in the casualty audit 
department and as underwriter for auto- 
mobile lines as well as compensation and 
miscellaneous liability. 

x * * 


Simmon Teller joined . insurance 
brokerage organization of J. S. Freling- 
huysen Corporation of New York City 
on September 1. He will become a spe- 
cial account executive with the Freling- 
huysen firm.  Teller-Farber-Wittman, 
Inc. with which Mr. Teller was asso- 
ciated, was merged with J. S. Freling- 
huysen Corporation on that date. 

. a 


Howard Holderness, president of Jef- 
ferson Standard Life of Greensboro, 
N. C., has been reappointed civilian aide 
from North Carolina to Secretary of the 
Army Wilber ‘M. Brucker. The civilian 
aide represents the Army in interpret- 
ing Army policies and doctrines to 
civilian communities and advisers on 
matters of mutual interest to the Army 
and the public. 


Septemb 


—— 








MORTON J. JONES 


Morton T. Jones, president of Kansas 
City Fire & Marine, has received well 
earned publicity in recent weeks for his 
feat in catching a 58-pound king mack- 
erel in Florida waters on 30-pound test 
tackle, In congratulating him on his 
catch the editor of the Cravens, Dargan 
& Co. “Review” (Houston, Tex.) says: 
“Mr. Jones has made application to the 
International Game Fish Association for 
recognition of his catch. It seems that 
a world’s record for a king mackeral 
was tied or possibly broken by Mr, 
Jones when he landed this fish.” 

ik. a 

John S. Pillsbury, Jr., president, 
Northwestern National Life, won the 
Class A championship at the 1960 Inland 
Lake Yacht Association (ILYA) regatta 


at Lake Mendota, Madison, August 
22-26. Mr. Pillsbury, who sailed the 


Nemesis in the Class A competition, was 
one of two Minnetonka Yacht Club en- 
tries to take 1960 ILYA championships. 
. 2 © 
Dr. Karl W. Anderson, vice president 
and m* "cal director of Northwestern 
National Life, is reliving old memories 
at the 1960 Olympics in Rome. Dr. An- 
derson, a member of the 1924 U. S. 
Olympic team, placed fourth in the high 
hurdles in the Olympics held in Paris 
that year. 
* * x 
Gene Amoroso, a field claimsman for 
Nationwide Insurance, is coach of the 
Levittown (Pa.) baseball team that won 
the Little League World Championship, 
August 27. at Williamsport, Pa. The 
team dei:ca.ed Fort ‘Worth, Texas, 5—4, 
behind the no-hit pitching of 12-year- 
old Joe Mormello, Jr. The game was 
played before a national television audi- 
ence. Mr. Amoroso has been with Na- 
tionwide for seven years. His interest 
in Little League baseball dates back to 
1955. He is a vice president of the 
Levittown Little League Association, 
and is also active in the city’s Midget 
Football League. 
* * 
George J. Mucey, manager of the 
Washington, Pa. district of Baltimore 
Life, was elected president of Toast- 
masters International at the recent 
annual Toastmasters Convention held in 
Atlanta and attended by more than 1,000 
delegates from the 50 states and several 
foreign countries, He was first vice 
president last year. Mr. Mucey has 
served as president of the Pennsylvania 
Association of Life Underwriters, the 
Washington County .Association, is 4 
member of the Speakers Bureau of NA- 
LU and has been state chairman of the 
March of Dimes. 
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“Best Run” Companies 

Dun’s Review and Modern Industry, 
an influential magazine published by 
Dun and Bradstreet, announces in its 
September issue the result of a poll in 
which a panel of 20 outstanding Ameri- 
can industries have picked out “the best 
run companies in the United States.” 
The presidents on the panel which made 
the selection head 171 of the largest in- 
dustrial corporations. Each panel com- 
jany has more than 10,000 employes in 
plants scattered around the nation. 

A surprising feature of the panel’s 
slections is that not one insurance com- 
pany figures in the 20 managements 
chosen. This is surprising because each 
of the 20 has large experience with in- 
surance, and knows that the prinicpal 
insurance companies of America have 
outstanding experts in every field of the 
national economy, an area in which in- 
slrance companies figure in a large way 
with extraordinary efficiency. 

The six industrial giants which lead 
in the voting, listed in order of size of 
the votes received are: 

E, I. duPont de Nemours & Co., Gen- 
eral Electric Co., General Motors Corp., 
International Business Machines Corp., 
Minnesota Mining & Manufacturing Co. 
amd American Telephone & Telegraph 
Co. 

2 hie 


Wiretapping to Stop Crim 
The new Law Enforcement Committee 
of the New York Chamber of Commerce 
has taken a strong position in favor of 
legislative measures which will permit 
wiretapping by court order for the de- 
tection of crime. So far such a measure 
has failed to receive the consideration 
of Congress, but bills are in the New 
York Legislative to give such authority 
to police and FBI authorities. 

In explaining its reasons fui “making 
this particular wiretapping activity 
legal, the Chamber’s committee points 
to the great increase in crime. The 
estimate is that in 1958 there were 1,555,- 
0 criminal offenses committed in the 
United States. 
Three paragraphs from the law reform 
tommittee’s report follow: 
“The modern criminal has at his dis- 
posal means of communication and 
transportation that were unknown in 
a earlier period. The telephone, for 
tample, provides him with an avenue 
of communication that is swift and com- 
prehensive, and, under present Federal 
lw, telephone communications are, in 
lect, privileged. 
he privileged nature of telephone 
tommunications under Federal law pre- 
sents our law enforcement officials with 
substantial difficulties, not only in the 
Federal courts, but in our State courts, 

ause the judges in°our State courts 
ae reluctant, or even refuse to follow 
€@ practice permitted by the laws of 
¢ State. These difficulties arise pri- 























marily as a result of a decision of the 
United States Supreme Court in Decem- 
ber, 1957 (Benanti v. United States, 355 
U. S. 96) which held that under Sec- 
tion 605 of the Federal Communications 
Act of 1934, evidence obtained as a re- 
sult of wiretapping by State enforce- 
ment officers, pursuant to a State court 
order authorized by State law and with- 
out participation by Federal authorities, 
is not admissible in a Federal court. 

“Since 1957, State and local law en- 
forcement officials have appealed for 
clarifying Federal legislation which 
would remove the present legal impedi- 
ment to the use of wiretapping for crime 
detection and prosecution by State and 
local law enforcement officers, when 
permitted by State law, and authorized 
by a court of such State, Louis Lefko- 
witz, Attorney General of the State of 
New York, Frank S. Hogan, District 
Attorney of New York County, and 
New York's Police Commissioner 
Stephen P. Kennedy, among others have 
led this appeal; and they have been 
joined by other law enforcement officers, 
and numerous civic leaders and groups 
throughout the country.” 


* * * 


On N. Y. Chamber Committees 

Chairman of insurance committee of 
New York Chamber of Commerce is 
William P. Worthington, president of 
Home Life Insurance Co. Members to 
serve until May, 1963: William A. 
Arnold, II., John Hancock Mutual Life; 
Nicholas Dekker, America Fore Insur- 
ance Group; ‘Franklin B. Tuttle, The 
Atlantic Companies. J. Henry Smith, 
Equitable Life Assurance Society, is 
made a member of insurance committee 
until May, 1961. 

Carl E. ‘McDowell, executive vice 
president of American Institute of Ma- 
rine Underwriters, is made a member 
of the Committee on Harbor and Ship- 
ping. 

John L. Cameron, president of Guar- 
dian Life, is chairman of Committee on 
Health and Welfare. Charles A, Turner, 
Home Life is chairman of Committee 
on Public Relations. 


* * * 


Two Colorful Figures Die 

Two men who died in the past few 
weeks attracted wide newspaper attention 
for years. They were Dr. Herman Bun- 
desen, Health Commissioner of Chicago 
and Dr. Francis Townsend. 

Dr. Townsend was father of a Pen- 
sion scheme that looked as if it would 
sweep the nation. Insurance companies 
agreed that Bundesen was one of the 
most able of municipal health officials. 

A great expert on publicity and its 
processing, a pal of reporters, he also 
ran a health column of his own in a 
Chicago daily paper. Few professional 
press agents could think up more ideas 
which interest the public and then follow 
them through. But he kept the Depart- 
ment on the map. 

On the other hand, Dr. Townsend who 
founded a Pension Plan for the aged, 
made California his habitat and had lots 





of people in jitters. They included pub- 
lic officials, tax-payers, insurance men, 
bankers and most people who had ac- 
cumulated savings or had estates. He 
built so much public support that some 
of his followers really believed he would 
be elected President of the United 
States. So large was his following it 
was once estimated at 30 million. Those 
dizzy round figures roll off the tongue 
of the demagogue. They are not easy 
to prove, 

Townsend’s plan, sometimes rather 
complicated, briefly called for a 2% tax 
on business transactions, proceeds to be 
paid at the rate of $200 a month, with 
few exceptions, to those who would re- 
tire at 60 and who agreed to spend the 
pension within a month after being re- 
ceived, 

In 1936 the Plan was investigated by 
a Congressional committee which turned 
it down. Reason: it would cause chaos 
to the national economy, and, as one 
Congressman said, “it would result in 
10% of the people receiving half the na- 
tional income from the labor of the 
other 90%.” Declaring the hearing was 
rigged Townsend walked out in a rage, 
being threatened later with contempt 
proceedings. 

At the heighth of the Townsend Plan 
craze there were 10,000 clubs. The Her- 
ald Tribune in its obituary said there 
are still 400 of those clubs in existence. 
The doctor was on a_ speech-making 
tour visiting the clubs at time of his 
death. 

Townsend, who was 93 when he died, 
was living in Long Beach, Cal., for the 
most time. He had taught school in 
Kansas, then saved enough to go to 
Omaha Medical School. He then _be- 
came a doctor and practiced in Cali- 
fornia until he began to devote practi- 
cally all of his time to making converts 
for his Pension Plan, 

Dr. Bundesen’s death received as much 
attention in the Chicago papers as would 
that of a popular movie star. 

The Daily News in an editorial said: 
“His leadership in reducing infant mor- 
tality and maternity death rates was 
particularly outstanding. Chicago is un- 
questionably a ‘healthier city in which 
to live because of Dr. Bundesen. There 
is no reason to fear that it will back- 
slide and become less healthy because he 
is gone, but it will be duller for the loss 
of a citizen who was as colorful as he 
was useful, 

Some comments on Dr. Bundesen by 
the Daily News in its news columns: 

“Dr. Bundesen brought out his skill 
as epidemiologist in 1925 by tracing a 
typhoid epidemic. He noted that most 
of the cases were in well-to-do North 
Shore areas. After searching for some 
food as the culprit, he finally pinned the 
outbreak on the eating of raw oysters. 
His findings led to a national cleanup 
of the oyster industry. 

“In various campaigns, Dr. Bundesen 
barred from the city all milk not from 
tuberculin-tested cows. He threatened 
careless spitters with jail. 

“He began enforcement of the anti- 
smoke ordinance and brought offending 
factory owners to court. 

“Charged with supervising chlorine 
treatment of city water, he answered 
critics of the process by drinking daily 
a glass of water containing 100 times the 
normal admixture of chlorine. 

“He also showed himself as something 
of a dictator in his department. He an- 
nounced he would not have an employe 
who did not attend church regularly. He 
suspended aides for failure to register 
tor voting. 

“Dr. Bundesen became a_ household 
word by issuing a pamphlet entitled 
‘Our Babies’—full of advice on the care 
of children.” 

“One of his greatest achievements was 
making Chicago the most thoroughly 
protected large city in the world against 
polio,” continued the Daily News. “From 
1955 through 1959, he virtually saturated 
the city with anti-polio Salk vaccine, and 
the number of cases dropped drastically. 
The mass immunization program appears 
to have broken the ‘chain of infection,’ 
Dr. Bundesen announced triumphantly 
Dec. 19, 1959. In the four years, 7,006,- 
363 Salk shots were administered, with 


88% of the city’s school age children 
having received three shots.” 

uring the cancer-cranberry scare of 
1959, the fiery health chief acted with 
characteristic vigor. He impounded and 
tested samples of the fruit brought into 
Chicago but found no trace of the weed 
killer that had produced cancer in rats. 
“I intend to eat cranberries for Thanks- 
giving—and plenty of ’em,” he said. 

Dr. Bundesen was married in 1909 to 
Rega Russell, daughter of a labor union 
official. She is one of the best liked of 
wives of public officials. They had six 
children; Herman N.; William; Russell; 
Mrs. Rega Bohne and Mrs. Laura Chad- 
wick, both of Chicago, and Mrs. Betty 
Phillips of Skokie. He is also survived 
by 15 grandchildren and three great- 
grandchildren. 

+e & 
“The INA World,” New 

Publication for Employes of the 
Group 
The Insurance Company of North 
America Companies has launched a new 
publication for employes all over the 
world. It is entitled “The INA World.” 
and to dramatize the signficance of em- 
ploye relations world-wide distribution 
of the new employe publication was ef- 
fected at precisely 11 am. on August 19. 
Looking lor a unique way in which to 
present this new magazine to its more 
than 9,500 employes throughout the 
world, the company arranged to deliver 
the first issue copies to all of its em- 
ployes simultaneously. Through the 
services of Air Express International, 
headquartered in New York, Boeing 707 
Jets carried the first issues of “The INA 
World” to the company’s offices in Lon- 
don, Madrid, Nairobi, Singapore, Sydney, 
Hong Kong, Tokyo, San Juan, and Sao 
Paolo, as well as throughout the United 
States. 

With each issue was an explanatory 
letter to all employes from John A. Die- 
mand, INA president. Mr. Diemand’s 
letter was translated into nine different 
languages which included Canadian- 
French, Spanish, Brazilian-Portuguese, 
Dutch, Italian, Afrikaans, Chinese, and 
Japanese, These were sent to the ap- 
propriate offices representing INA in 20 
“— So pages 

“The World” had its origin at 
INA’s third Disneyland Conletanee on 
Family Happiness and Security, held at 
Anaheim, California, last January. The 
purpose of the conference, sponsored 
each year since 1958 by INA, is to bring 
approximately 60 independent insurance 
agents, with their families, to Disney- 
land. There they meet with leading citi- 
zens to discuss ways in which to pro- 
mote the security and happiness of 
American families through insurance. 

Far from being an ordinary employe 
magazine, “The INA World” is designed 
to inform company personnel on current 
and future operations, to maintain and 
improve the present high morale of INA 
personnel, to recognize individual 
achievement, to show that insurance is 
an exciting, rewarding, and satisfying 
career, and to speak for management. 

“The INA World” will be published 
six times a year and will be produced 
by the public relations ard advertising 
department of INA under direction of 
Samuel R. Boggs, 2nd, editor; Stephen 
R, Lawrence, associate editor, and Pa- 
tricia K. Lockhart, assistant editor. 

Articles in the first issue include those 
on the manufacturing firm of Kayser- 
Roth, insured by INA; the joining of 
North America and the indemnity com- 
pany to strengthen INA’s position for 
the future; use of electronic processing 
data to provide accurate and timely in- 
formation; operations of the loss depart- 
ment through the story of a claim rep- 
resentative’s day; a story on activities at 
the New York City office and at the 
Montreal office, and personal items. All 
the interesting material is well illus- 
trated. 

Malcolm M. Dickinson, resident vice 
president of INA for Europe, writes to 
the editor that a “publication that will 
give INA employes a better understand- 
ing of the company’s worldwide opera- 
tions will be of tremendous benefit to 
all of us.” 
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Starting in October—a new nation-wide educational advertising 
program featuring the multiple benefits of permanent life insurance 


the Unique 


Campaign 

















Unique in approach— 


every headline relates the 5 most 
important aims in a man’s life to the 
5 unique advantages of life insurance 





Unique in treatment— 


bold, imaginative artwork 
that invites attention 





Unique in content— 


concise text that communicates the 

benefits of life insurance quickly and 
clearly and underlines the advantages of a 
program planned with experienced help 





An educational program to enhance the posi- Now, certain refinements have been made to 
tion of life insurance as the cornerstone of every give the Fall advertising even more impact. 
family’s financial security program is being pre- America is getting its first look at this new 
sented this fall by the Institute of Life Insurance series in October when advertisements—such 
in its cooperative advertising program. as the one shown here—appear in more than 

> Thepurpose of this advertising is todramatize 575 newspapers in all 50 states. By the end of 
fe of the unique advantages of life insurance. the year, the five unique advantages of life 
When this advertising theme was introduced insurance—as presented in Institute coopera- 
in the spring, response from the public and tive advertising during 1960—will have ap- 
those within the business was enthusiastic. peared in print over 550 million times! 


Institute of Life Insurance 


Central Source of Information about Life Insurance 
488 MADISON AVENUE, NEW YORK 22, N. Y. 
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Kidder-Peabody Backs 
Insurance Securities 


SHORT AND LONG-TERM GAINS 





Investment House Feels Sharp Upturn 
in Profits Will Continue; Price- 
Earnings Ratio Conservative 





Kidder, Peabody & Co. of New York, 
prominent investment brokerage house, 
continues to recommend the better 


grade fire-casualty stocks for both short 
and long-term capital appreciation. In 
a research bulletin just issued the in- 
vestment house believes the improve- 
ment in underwriting trends will con- 
tinue and says: 

“Further improvement in 
rience, combined with 
cline in relative 


loss expe- 
a continued de- 
expense outlays, has 
brought about the best first half for the 
fire-casualty insurance industry in five 
years. In the case of 50 major stock 
companies (writing 55% of all stock 
company business) for which we com- 
pile quarterly aggregates, a 1959 first 
half adjusted underwriting loss of $25 
million was turned into a $55 million 
profit during this year’s comparable half, 
Investment income was up 11%, from 
$146 million to $161 million, reflecting 
generally higher portfolio yields. Sales 
growth continued at a good pace with 
net premium volume of $2.9 billion 8% 


higher than the comparable year ago 
figure. 

“The 50-company aggregate under- 
writing profit margin for the most re- 


cent 12 months was 2.5%, the best mar- 
gin for a 12 months interval since 1955. 
It continues to be our opinion that the 
profit margin for calendar 1960 will 
closely approximate the 1955 margin of 
3.5%, assuming no major 
catastrophic nature. 

“The substantial leverage enjoyed by 
the industry on its insurance business is 
reflected in the fact that each 1% im- 
provement in underwriting profit mar- 
gins (on the basis of first half figures), 
would increase pre-tax profits 14%. 
While investment income will continue 
to grow as the industry grows, the sub- 
stantial and leveraged cyclical upturn 
in underwriting profits that we are now 
witnessing, should create much increased 
investor interest over the shorter term. 

Current Market Position 


“The current average price- earnings 
ratio of the major fire-casualty stocks is 
only 12.4X, the relationship of price to 
annualized investment income is 14.6X, 
the average relationship of price to net 
worth is 76%, and the average current 
yield is 3.5%. The sharp upturn in profits 
that has and, in Our opinion, will con- 
tinue to develop, suggests that these re- 
lationships are extremely conservative. 
(One note of caution: many companies 
have large tax loss carryforwards which 
could be wiped out over the next year 
or two, suggesting the probability of a 
return to normal taxability by 1962 or 
soon thereafter.) 

“These insurance 
on average at 1955 prices, 
ard & Poor’s 500-Stock index is 24% 
above its 1955 high. Although the insur- 
ance stocks are now 6% above 1959 year 
end prices—versus a 4% decline in the 
S. & P. 500 Index during the same in- 
terval—we continue to recommend the 
better grade fire-casualty stocks for both 
short and long-term capital appreciation.” 


OPEN NEW DALLAS OFFICES 


National Union Insurance Companies 
of Pittsburgh opened new offices on Au- 
gust 27, in the Fidelity Union Tower 


losses of a 


available 
while Stand- 


stocks are 





Building, latest addition to the Dallas, 
Tex., downtown skyline. Charles D. 
Blandford and J. Alton Jones are co- 


managers of the office. 


ALL FREEPORT STOCK TENDERED 





For Exchange for Springfield F. & M. 
Stock; Freeport Will Continue as 
Sepavehe Corporate Entity 
One hundred per cent of Freeport In- 
surance Co. (Freeport, Ill.) stock has 
been tendered for exchange for Spring- 
field Fire and Marine stock, it is an- 
nounced by the Springifield-Monarch 
Insurance Companies, Springfield, Mass. 
The exchange period for tendering 
Freeport stock for Springfield Fire and 
Marine stock one share of Freeport for 
1.1 share of Springfield ended August 
30, and 132,490 outstanding shares of 
Freeport stock had been tendered for 
exchange. 
Freeport, 
tinue as a 
under the 
board of 


con- 
entity 
present 
officers. The 
wholly-owned 
Insurance Co., is 
Indiana, lowa, Minne- 
sota, Wisconsin, Nebraska, South Da- 
kota and Florida. In 1959, Freeport’s 
premium writings were approximately $9 
million, with year-end assets of approx- 
imately $12,340,000. 

Charles M. Fish, president of 
port and recently elected 
Springfield Fire and Marine and New 
England Insurance Co., has also been 
elected vice president of all the Spring- 
field-Monarch Companies. 


founded in 1919, will 
separate corporate 
management of its 
directors and 
company, which has a 
subsidiary, Horizon 
active in Illinois, 


Free- 
director of 





MAUDE ROSE BREAKS HIP 

Maude Rose of Buffalo, N. Y., widow 
of the late Jay W. Rose, president and 
later executive secretary of the New 
York State Association of Insurance 
Agents, recently broke her hip in an 
accident in her apartment. Mrs. Rose 
was at the Millard Fillmore Hospital 
but has returned to her home at 37 Rand 
Ave., Buffalo 16, N. Y. She is remem- 
bered by many as a charming hostess 
and of valuable assistance to her husband 
in his many association activities. 


Blue Goose Grand Nest 
Appointments in East 


Appointment of five deputy most loyal 
grand ews of the Honorable Order 
of the Blue Goose, International, in the 
Eastern field are announced by Most 
Loyal Grand Gander Robert F. Stumpf 
of Paterson, N. J. They are: 

Deputy most loyal grand gander at 
large for Eastern region: George P. 
Albiez, Newark, N. 

Deputy most loyal’ grand ganders: Dis- 
trict of Columbia and Maryland, J. A. 
Perkins, Washington, D. C.; New York 
City, New Jersey and Pennsylvania, 
William T. Murphy, New York City, 
W. Va. and Western Pennsylvania, 
Turner L. Sturm, Parkersburg, W. Va 
and northern New York and New Eng- 
land, Gordon Crowther, Hartford. 





Canadian Superintendents 
Change Meeting Place 


The Association of Superintendts of 
Insurance of the Provinces of Canada 
will hold its 1960 annual meeting Sep- 
tember 28--October 3 at the Royal York 
Hotel in Toronto, Ontario, instead of at 
the Chateau Frontenac in Quebec City, 
September 26 to 30, as announced. 

The agenda includes address of wel- 
come by President E. B. MacLatchy and 
reports on valuation of securities, an- 
nual statement blanks, agents and bro- 
kers, auto insurance legislation and form, 


fire insurance law revision, life insur- 
ance legislation and auto insurance as- 
signed risk plan by Superintendents 


George Lafrance, R. B. Whitehead, Fred 
Swaine and President MacLatchy. 





BLUMS LOSE YOUNG SON 


“Tommy” Blum, three-year old son 
of Arthur F. Blum and Mildred Blum 
of Belle Harbor, N. Y., whose long and 
serious illness attracted the deep sym- 
pathy of hundreds of insurance friends, 
died September 3 at Memorial Hospital 
in New York City. Mr. Blum, a promi- 
nent local agent at Rockaway Park, Long 
Island, is immediate past president of 
the New York State oe gen wages of In- 
surance Agents. Friends who may wish 
to do something individually may send a 


contribution to Children’s Pavilion, Me- 
morial Hospital, New York, in memory 
of “Tommy” who spent so much time 
there. 








225 Broadway 





Attention— 


Agents in 
CONNECTICUT, DELAWARE 
MARYLAND, NEW JERSEY, NEW YORK 
and PENNSYLVANIA 


We have approval in these states to use reduced rates 
on Fire and Allied lines. 


For information on Agency Representation 
inquire at the Home Office. 


MERCHANTS INDEMNITY CORPORATION 
Of New York 


Affiliate of 
MERCHANTS FIRE ASSURANCE CORPORATION 
Of New York 


1910 Golden Anniversary 


New York 8, N. Y. 


1960 











Insurance Society 


Courses in East Orange 


The Insurance Society of New York 
announces that courses will again be 
presented in East Orange, N. J. begin- 
ing September 19. This program, in- 
stituted last fall, is provided for the 
convenience of New Jersey insurance 
personnel who cannot conveniently at- 
tend the New York City school. 

The courses available in East Orange 
are: principles of insurance and surety- 
ship, casualty insurance contracts and 
homeowner’s comprehensive policies, 
The principles course will meet on 
Wednesdays from 6 to 8 p.m. for 16 
weeks beginning September 21. Casualty 
contracts, also a 16-week course, will 
meet on Tuesday and Thursday evenings 
from 6 to 8 p.m. The Homeowner's 
policies course will meet for eight con- 
secutive Mondays from 6 to 8 p.m. be- 
ginning September 19. 

Registration for these courses may be 
completed in East Orange on Tuesday, 
September 13, from 5:30 to 7:30 p.m, at 
the Colonial Life Insurance ‘Company 
Building, 111 Prospect Street. Registra- 
tion may also be completed at 225 Broad- 
way, New York City, Monday through 
Friday through September 16. 
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Hendon Chubb Dies at 86; Among the 


Great Leaders in Marine Insurance 


Former Head of Chubb & Son in New York Was For Decades 
A Dominating Figure in Insurance; Favored Multiple 
Lines; Supported Education; Fine Service to U. S. Govt. 


Funeral services for Hendon Chubb, 
retired senior partner of the New York 
underwriting and management firm of 
Chubb & Son of New York and for 
decades one of the foremost figures in 
the marine underwriting field, will be 
held this morning (Friday) at 11 a.m. at 
Grace Church, Orange, N. J. Mr. ‘Chubb, 
who was 86 years of age and had been 
active at his office in New York until 
a few years ago, died September 3 at his 
Summer home at Mishaum Point, Mass. 
His principal home “sed a long while had 
heen at Llewellyn Park, West Orange, 
N. J. 

Hendon Chubb was senior partner of 
Chubb & Son from 1930 until he retired 
last year. He was also president and at 
the time of his death honorary chairman 
of the board of the Federal Insurance 
Co. which he helped organize in 1901. 
Likewise he was honorary chairman of 
the board of the Vigilant Insurance Co. 
which is owned by the Federal. 

During the years Hendon Chubb, and 
his son, Percy Chubb, 2nd, have headed 
the large Chubb & Son organization 
profitable business has expanded tre- 
mendously not only for Chubb & Son 
ad also for the Federal and the Vigi- 


Pate. Chubb is survived by his second 
wife, Marian Knight; two sons, Thomas 
C. Chubb and Percy Chubb 2nd, who 
now heads Chubb & Son and the insur- 
ance companies, and a_ daughter, 
Margaret C., who is Mrs. J. Russell Par- 
sons, also a partner in Chubb & Son. 


Striking Figure and Fine Character 


Handsome, tall, highly intelligent, soft- 
spoken and one of the best informed 
authorities on ocean marine insurance 
and other forms of coverage, Hendon 
Chubb made a striking figure. He dom- 
inated many an insurance gathering and 
his personality won him many friends, as 
well as full respect and confidence among 
me he may have met only occasionally 

A graduate of Yale University in 1805 
Hendon Chubb, then 21 years of age 
joined Chubb & Son on the day after 
Thanksgiving Day the same year. He 
was then entering on a business career 
which brought him world-wide recogni- 
tion and acclaim. 

Aversion to the public spotlight was 
a lifelong characteristic of Hendon 
Chubb. Press conferences and publicity 
releases were not a by-product of the 
phenomenal growth of Chubb & Son. 

uiet, somewhat reserved and always 
the gentlemen, but never diffident, Mr. 
Chubb rose to his undisputed position 
of leadership in the marine insurance 
field by virtwe of his high degree of 
intelligence, his absolute integrity, his 
thorough knowledge of insurance, his 
constant initiative and his determination 
that Chubb & Son should provide large 
and small clients with the best and 
broadest protection available: and pro- 
vide the companies represented with an 
underwriting and investment profit. 

Although Mr. Chubb started in the 
Ocean marine insurance field and long 
devoted himself particularly to a devel- 
opment of that branch of the industry, 
he became an expert in the other under- 
Writing lines. In his private office at the 
ome office at 90 John Street he guided 
extensive underwriting operations which 
teached into all parts of the world. 


Favored Broad Coverage 


Trained in the marine insurance field, 
t. Chubb always joined with those 
insurance men who favored broad cover- 





Circa 1926 
HENDON CHUBB 


age so that changing needs of buyers 
may be met. He was a liberal who be- 
lieved practices in the business should 
be amended as required. Turning to in- 
land marine and transportation lines 
Mr. Chubb once said that the education 
of the marine underwriter gives him 
adaptability to meet the needs of chang- 
ing business requirements to which are 
attributable the growth and vitality of 
inland marine coverage. 


Sponsored First U. S. War Risk Bureau 


Of special significance to Mr. Chubb 
was the highly important part he played 
at the beginning of World War I in 
the formation of the first war risk in- 
surance bureau this government ever 
had. In 1914 the authorities in Wash- 
ington thought that his experience and 
wisdom could be of valuable service to 
the United States Government and he 
was invited, as the only representative 
of insurance, to attend a conference 
called by Secretary of the Treasury 
William G. McAdoo to consider insur- 
ance and foreign exchange problems 
arising out of the European war. Mr. 
Chubb presented an earnest plea for 
creation of a Federal War Risk Insur- 
ance Bureau to protect American for- 
eign trade against war hazards while 
this country was still neutral and to 
be ready for use in case the United 
States became a belligerent. 


In those same years Mr. ‘Chubb 
served as chairman of the Advisory 
Board of the Bureau of War Risk In- 
surance, the other two members of the 
committee being Hedge, then 
president of the Boston Insurance Co., 
and William N. Davey of Johnson & 
Higgins, an authority on loss adjust- 
ments. Shortly after the United States 
declared war on Germany in April, 1917, 
Mr. Chubb became also Director of In- 
surance of the U. S. Shipping Board 
and went to Washington to assume full- 
time active direction of insurance op- 
erations. Government war risk insur- 
ance premiums ran into tremendous fig- 
ures and underwriting was so skillfully 
handled that the final post-war account- 
ing showed a profit for the Government. 

Another of Mr. Chubb’s many im- 
portant duties in Washington in 1917-18 
was to handle the licensing of foreign 
insurance companies by the Federal gov- 
ernment. When war began the govern- 
ment moved to prevent any insurance 
company here providing the enemy with 
vital shipping information which might 
be obtained through insurance channels. 

Licenses were issued by the Treasury 
Department after Mr. Chubb had given 
the nod of approval. It is a matter of 
history that several companies, which 
had headquarters in neutral countries 
were refused licenses and ceased to da 
insurance in this country, as their owner- 
ship and control were traced to citizens 
of enemy nationality. Mr. Chubb’s com- 
ments on marine insurance matters, de- 
livered in Washington before commit- 
tees and published by the government 
had a wide circulation and were decided- 
ly helpful to students of the business. 


Against Unprofitable Competition 


As chairman of the underwriting com- 
mittee of the hull syndicates during the 
last post-war era Mr. Chubb steadtastly 
refused to yield to unprofitable competi- 
tion propositions in insuring fleets of 
hulls. He was always an advocate of 
proper insurance rates and the steady 
and spectacular growth of Chubb & Son 
is proof of the soundness of his busi- 
ness principles. In one of his early re- 
ports to the membership of the syndi- 
cates Mr. Chubb said: 

“We were fortunate (last year) in 
having escaped several very heavy losses 
on fleets which we declined on account 
of their past record and the low terms 
on which they were offered. Had we 
been interested in these our result for 
the past year indeed would have been 
a dissappointment.” 

When The Hague Rules were promul- 
gated in 1921, defining shipowners’ lia- 
bilities, and thus also the liabilities of 
hull insurers, Mr. Chubb told The East- 
ern Underwriter that that was important 
news. “Such evidence,’ he said, “of 
reasonableness and concilatory spirit on 
the part of the steamship owners is a 
highly encouraging sign.” 


Chubb & Son Founded in 1883 


Chubb & Son was founded by Hendon 
Chubb’s father, Thomas C. Chubb, and 
one of his elder brothers, Percy Chubb, 
in New York in 1883 at the corner of 
Beaver and Hanover Streets, in the 
center of the old marine insurance dis- 
trict. The elder Mr. Chubb was born 
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in England and arrived in the United 
States at San Francisco about 1865, via 
Australia. He came East and settled 
in Brooklyn where Hendon Chubb was 
born on March 19, 1874. 


Active in Outdoor Sports 


Hendon Chubb attended Dearborn 
Morgan School in Orange, N. J. Follow- 
ing that he went to Sheffield Scientific 
School at Yale and was graduated in 
1895 with a Ph.B. degree. At college he 
was a member of the varsity track team 
and also took lively interest in racing 
small boats. Always a lover of outdoor 
life Mr. Chubb for some years played a 
good enough game of tennis to win a 
number of cups. He was fond of salmon 
fishing and liked shooting at his place 
in Georgia where many insurance men 
were his guests. 

During the summer of 1895 young 
Hendon Chubb spent a couple of months 
in England learning the fundamentals 
of marine insurance while working for 
Bowring & Co., one of the largest Lon- 
don insurance brokerage offices. He 
went to work for his brother Percy, 
as mentioned, on the day after Thanks- 
giving and in 1899 became a member of 
the firm. 


Chubb & Son, which quickly estab- 
lished itself as a progressive unit in 
the American marine insurance market, 
moved to 77 Beaver Street, and then in 
1890 to 5-7 South William Street, where 
a new building was erected in 1901 
which served, with additions, as head- 
quarters of the firm until June, 1931, 
when the firm moved to John Street. 

After Mr. Chubb became a recognized 
leader in the marine field he was hon- 
ored with election in different years to 
the presidency of the various ocean and 
inland marine underwriting associations. 
He likewise became a director of many 
companies, both within and outside the 
insurance business. 


Long a Director of Prudential 


Mr. Chubb took all his directorships 
seriously and did not go on company 
boards of directors when he felt he 
could not contribute something of value. 
He prized particularly for over twenty 
years his associations with The Pru- 
dential and as chairman of that large 
life insurance company’s finance com- 
mittee he attended several meetings 
each month at the home office in New- 
ark, N. ie 

Some of Mr. Chubb’s philosophy on 
acquisition of happiness in life was 
expressed at an annual banquet of The 
Prudential some years ago when he said: 

“Every man who works and does 
work that is worth while must find 
much of his interest in life in the work 
that he does. He spends more time at 
his work than at any other one thing 
and therefore, if his life is to be worth 
while he must get some satisfaction 
from it. If a man’s job is to be really 
worth while to society as a whole and 
to a man himself, over and above that, 
he must get a certain definite satisfac- 
tion beyond the dollar return of his 
work. He must feel that the medium in 
which he works—the company or. other 
organization—has ideals and traditions 
which can inspire moral satisfaction. 
These seem to me all concomitants of 
happiness in business life.” 


Firm Believer in Education 


Constantly seeking to elevate the 
standards of men engaged in marine 
insurance Chubb & Son has cooperated 
in the various educational programs de- 
veloped over the years. Employes are 
encouraged to take insurance courses 
and Chubb & Son has provided many 
prizes given to high-ranking students. 

Nearly 400 students taking courses of 
the Insurance Society of New York 
heard Hendon Chubb years ago tell why 
education is so essential for the progress 
of the business and the men and women 
engaged in it. He said then, in part: 

“Insurance is one of the important 
instruments through which men and 
women attempt to obtain security. They 
do not take out insurance to make 

(Continued on Page 30) 
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Sees Need to Define Scope of Wind 
Cover in Understandable Language 


Years of court decisions on wind- 
storm cover claims have not developed 
a solid pattern of interpretation such as 
guides for adjustments under the stand- 
ard fire insurance policy, states Pink- 
ney Grissom, a senior partner in the 
law firm of Thompson, Knight, Wright 
and Simmons of Dallas, Tex. Presenting 
a lengthy paper on “The Scope of Wind- 


storm Coverage” at the American Bar 
Association Section of Insurance at 
Washington last week he said: 

PART II 


“In jurisdictions employing the more 
liberal definition—that any wind cap- 
able of damaging the insured property 
is a windstorm— the recorded velocity, 
strength, duration or general effect of 
the wind are actually immaterial. In- 
deed, the insured need only establish 
that the property was damaged by some 
wind, whatever its force or velocity. 
Once he demonstrates the existence of 
a wind of any degree, and damage to 


the insured property during its occur- 
rence, the battleground immediately be- 
comes framed in terms of proximate 


cause—i.e., whether the loss was the re- 
sult of the windstorm, or whether it was 
occasioned by the condition of the prop- 
erty itself or by some other-element of 
nature 
“To be sure, this difference on empha- 
sis may be more theoretical than real; 
indeed, evidence of the registered veloc- 
ity of the wind, its effect on surrounding 
territory and its comparison with pre- 
vailing weather conditions is often intro- 
duced before courts which apply the less 
stringent definition. However, from the 
cases considered, it does appear that if 
the particular jurisdiction adheres to 
the liberal definition predicated upon 
resistance of the insured property rather 


than the ‘outburst of tumultous force’ 
test, the insured encounters less dif- 
ficulty in obtaining, and unholding, a 
jury finding of the existence of a wind- 


storm based upon weak or questionable 
evidence. 

“Therefore, in regard to the initial 
problems of the scope of windstorm cov- 
what constitutes a windstorm— 
the decisions reflect not only many di- 
vergent approaches to the proper defi- 
nition of the operative term ‘windstorm,’ 
but also, stemming from the two main 
tests presently used, a possible inherent 
lack of uniformity as to the evidence 
necessary to establish the existence of a 
windstorm. 





Extent of Liability for Damage Resulting 
From Windstorm 


“The extended coverage endorsement 
of the 1943 New York standard fire in- 
surance contract extends policy cover- 
age only to direct loss caused by wind- 
storm. Other policy forms presently in 
use contain similar terminology restrict- 


ing the insurer’s liability to damage 
which is the immediate or proximate ré- 
sult of a windstorm. Indeed, it has been 
stated that such provisions which limit 
recovery for indirect, incidental or re- 
mote losses are ‘no more than an em- 
bodiment into the policy of the prevail- 
ing common law rule,’” said Mr. Gris- 
som. 

“Accordingly, since the scope of the 
insurer's liability for damage caused by 
windstorm is presumably the same in all 
jurisdictions—i.e., loss immediately or 
proximately resulting from a windstorm 
—it would seem that the principles of 
uniformity of coverage, certainty of 
loss settlement and reduction of litiga- 
gation over contract interpretation un- 
derlying the standard fire policy would 
be preserved intact in this area. How- 
ever, a brief consideration of only three 
recent decisions will demonstrate that 
there is definitely no uniformity in this 
area. 

“As in the case of the first problem 
considered—i.e., what constitutes a wind- 
storm—the benefits of the standard fire 
insurance policy are lacking in this area 
of the extent of the insurer’s liability 
for direct loss by windstorm. While ail 
courts seem to agree that remote, con- 
sequential or indirect damages are not 
within the scope of windstorm coverage, 
dissimilar applications of this standard 
of proximate cause have given rise to 
an uncertainty of coverage, have in- 
creased litigation concerning policy in- 
terpretation and have magnified the bar- 


rier of conflict of laws by the mass of 
conflicting decisions,” Mr. Grissom 
stated. 


Liability for Loss Resulting From 
Combination of Causes 


“The loss for which recovery is sought 
under the windstorm section of the ex- 
tended coverage endorsement seldom re- 
sults from a single isolated cause, but 
rather from a combination of causes. 
Damage to the insured property may 
have been occasioned by a windstorm 
operating in conjunction with some cause 
expressly excluded in the policy as a 
basis of liability, such as waves, high 
water or snow. Or the interaction of 
a non-excluded cause, e.g., rainfall, and 
a windstorm may have produced the 
loss. 

“In either event, the initial question 
posed is simply one of causation—i.e., 
what was the specific manner in which 
the loss was occasioned? Four different 
possibilities exist in this regard, for the 
damage may have been (a) caused ex- 
clusively either by the windstorm or 
by the particular contributing cause; 
(b) produced by some other element pro- 
pelled or driven by the windstorm; (c) 
occasioned by the c contributing causes act- 
ing in succession to each other (one ele- 
ment of nature operative first, affording 
a predicate for later damage by the 
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other); or (d) the result of the 
current and simultaneous effect of the 
contributing causes. Once this primary 
question of causation has been resolved, 
further determination must then be 
made of the scope of the insurer’s li- 
ability in whichever of the four possi- 
bilities is found to exist. 

“However, courts have often 
recognize, and to maintain, the distinc- 
tion between these four basic factual 
situations. Moreover, divergent positions 
have been taken concerning the L.mits 
of the insurer’s liability in each instance, 
especially as to the last two named. 
Accordingly, it may be safely stated that 
this problem of contributing causes has 
become the most confused and uncertain 
area of the law pertaining to the scope 
of windstorm coverage. 


con- 


failed to 


Hypothetical Examples 


“The most profitable and convenient 
method of obtaining some semblence of 
order out of the seemingly endless mass 
of conflicting decisions would seem to 
be by means of a hypothetical example. 
Consider that the insured property is a 
flat-roofed beach house on the shores of 


Lake Ponchetrain in New Orleans, 
Louisiana. On the day of the loss there 
occur, although not necessarily in this 


order, an unprecedented rainfall, a severe 
windstorm and a substantial rise in the 
level of the lake which eventually in- 
nundates over one-half of the building. 
At some point during the day, the 
structure collapses. : 

“On damage resulting exclusively from 
a single cause we ex ‘perience no difficulty 
if the windstorm in fact took place be- 
fore any rainfall or flooding and, by it- 
self, caused the collapse of the beach 
house. Policy coverage would certainly 
exist since the dam: uge would be a direct 
and immediate loss by the element in- 
sured against. 
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Pennsylvania 


“Similarly, the problem posed by the 
hypothet is easily resolved if the col- 
lapse of the beach house resulted solely 
from extensive rainfall or flooding which 
occurred prior to the windstorm. No 
recovery can be had whether the loss 
was produced by a cause excluded in the 
policy, e.g., flood waters which under- 
mined the foundation—or by a _ non-ex- 
cluded cause, e.g. rainfall accumlating 
on the roof or creating hydrostatic 
pressure at the base of the building. 


Elements Driven or Propelled by Wind 


“Nor is extensive discussion re- 
quired if the insured building was dam- 
aged by some wind-driven element. If 
the particular item propelled against the 
beach house was one excluded in the 
policy as a basis of liability (e.g., high 
waters), the loss would not be recover- 


able. Thus, in Wooton Hotel Corp y, 
Northern Assur. Co., recovery was de- 


nied for damage toa pier caused by high 
waters driven by a windstorm. 

“However, the insurer is liable for any 
loss resulting from a windstorm-driven 
object which is not expressly excluded 
in the policy,” Mr. Grissom pointed out. 
Accordingly, if another building or pier 
were blown into the hypothetical beach 
house, causing its collapse, the damage 
would be within the scope of windstorm 
coverage. 


Successive Causes 


“Contrary to the first two factual sit- 
uations, some difficulty is posed if the 
collapse of the beach house was actually 
occasioned by the contributing causes 
(windstorm and rainfall or flood waters) 
acting upon the building in succession. 
The windstorm may be operative first, 
creating a condition which allows sub- 
sequent rainfall or flood waters to dam- 
age the insured property. Or, contrari- 
wise, the other forces of nature may 
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take place initially, affording a predicate 
of later damage by a windstorm. The 
scope of windstorm coverage may vary 
in each instance. 

“In several ways a windstorm might 
leave the insured building in such a 
yiinerable state that a subsequently oc- 
curring force of nature would result in 
joss. For example, a windstorm might 
substantially damage the supporting 
walls of the beach house in the hypo- 
thetical example so that the weakened 
structure would collapse from the weight 
of rainfall (non-excluded cause) accum- 
plating on the flat roof. Since the wind- 
storm would be the efficient or proximate 
cause of the fall of the building, liability 
would be imposed upon the insurer for 
this direct loss ‘by windstorm. 


Operating Simultaneously and 
Conjointly 


“Certainly the hypothet would become 
more realistic if it is assumed that the 
windstorm, rainfall and flood waters took 
place at or about the same time. As a 
practical matter the insured will often 
fnd it difficult, if not impossible, to 
prove that the collapse of the beach 
house was caused solely by the wind- 
storm, by some non-excluded element 
(pier) driven by the windstorm, or by 
rainfall or flood waters operating upon 
a condition of vulnerability produced by 
aprior windstorm. Similarly, it is often 
unlikely that the insurance company can 
demonstrate that the damage was oc- 
casioned exclusively by the rainfall or 
flood waters, by some excluded element 
(high water) propelled by the wind- 
storm, or by the windstorm only after 
earlier rainfall or flood waters had made 
the beach house exceedingly susceptible 
to destruction. 

“Indeed, if the true facts be known, 
the collapse of the hypothetical beach 
house would probably be caused to some 
extent by the windstorm, rainfall and 
flood waters acting separately, but sim- 
ultaneously, upon the building—and to a 
larger extent by the conjoined effect of 
all of these causes. Once this factual 
situation is realized—that the collapse 
of the insured property resulted from the 
simultaneous and combined action of the 
contributing causes—we find still two 
more divergent lines of authority re- 
garding the scope of windstorm coverage. 

“Probably a minority of courts have 
taken the position that if the insured 
can separate the damage actually caused 
by the windstorm from that actually 
caused by the rainfall or flood waters, 
recovery will be permitted for that por- 
tion resulting exclusively from the wind- 
storm, 


Causes 


No Recovery on Combined Damage 


“A larger block of courts, however, 
have refused to permit any recovery 
whatsoever if the damage is due to the 
combined effect of a windstorm and 
some other cause such as high waters. 
These courts reason that the policy cov- 
erage is not divisible—that it extends 
only to direct loss by windstorm, not 
to damage caused by windstorm and 
some other force of nature operating 
conjointly, 

“This policy does not, however, obviate 
the possibility that the insured may re- 
cover for whatever damages he can 
tstablish to be solely the results of the 
windstorm. Thus, in Brindley v. Fire- 
men’s Ins. Co, of Newark, although the 
Primary loss to plaintiff’s beach front 
house was not within the scope of wind- 
storm coverage because it resulted from 
both windstorm and high waters, oper- 
ating conjointly, damages were awarded 
lor the shingles and television antenna 
‘orn from the roof exclusively by the 
Windstorm.” 





Zabin Special in N. Y. 
For London & Lancashire 


The London & Lancashire Group an- 
hounces appointment of Barton B. Zabin 
4% special agent in charge of the central 
New York service office with headquar- 
ers at 731 James Street, Syracuse. Mr. 
fabin has had considerable experience 
i both agency and company work and 
's well known in the Syracuse area. 


Fire Dept. Home 
Inspections Cut Losses 


Substantial decrease in the number of 
dwelling fires throughout the nation, and 
the resultant saving of lives, may be at- 
tributed in part to the home inspection 
program sponsored by the International 
Association of Fire Chiefs. In its cur- 
rent newsletter, the IAFC tells how San 
Antonio, Texas, and Kirksville, Mo., 
among thousands of others, helped bring 
this about. 

According to Fire Chief Arthur H. 
Lintelman, of Baytown, Texas, IAFC’s 
president, San Antonio cut the number 
of home fires from 1,181 in 1958 to 787 
in 1959. Total insured fire losses dropped 
from $905,627 to $623,419 in the corres- 
ponding period. He said fire losses in 
Kirksville, which has a population of 
13,500, dropped from over $100,000 to 
$18,970. sh 

The National Board of Fire Under- 
writers is reported in the same issue as 
saying the number of dwelling fires 
throughout the nation decreased nearly 
5%, and in a previous issue, had credited 
the reduction to IAFC’s Home Inspec- 
tion Program. 

‘Chief Lintelman declared the program 
is one of the most worthwhile of all 
fire prevention activities undertaken by 
the nation’s fire service. It was organ- 
ized to save the lives of an estimated 
4,000 children that are lost in home fires 
throughout America each year. In 1959, 
Chief Lintelman said, 15,000,000 homes 
in the United States were inspected by 
uniformed fireman with approximately 
50% of the fire departments in the na- 
tion participating in the work. 





Old Republic Earnings 
Rise Sharply in 1960 


Net direct premium volume of the Old 
Republic Insurance Co. of Greensburg, 
Pa., reached $5,700,000 in the six months 
ended June 30. This was a gain of 30% 
over premium volume of $4,400,000 re- 
ported for the same period a year earlier. 
Net income for the 1960 first half 
reached $177,305 compared to a deficit 
of $76,054 in the 1959 two quarters. 

Earnings per share equaled 89¢ against 
a loss of 38¢ per share in the first six 
months of the prior year. At their quar- 
terly meeting, the directors declared the 
regular quarterly dividend of 20¢ a 
share payable September 13, 

James H. Jarrell, chairman of the 
board of Old Republic, is _ pres- 
ident of the Old Republic Life. William 
R. Stover, who was elected president of 
the Old Republic in April, reported that 
the favorable operating results reflected 
in the first half are continuing in the 
third quarter. He stated that substan- 
tial gains are indicated for all of the 
company’s lines in the full 1960 year. 





Blue Goose Membership 
Rules Not Revised 


In a recent issue of The Eastern Un- 
derwriter it was reported that the an- 
nual meeting of the grand nest of Blue 
Goose at Detroit had moved to amend 
its requirements for admission to permit 
multiple line insurance men to become 
members. This relaxation of eligibility 
standards did not occur. 

At the Detroit meeting an amendment 
was proposed to strike the word “fire” 
from the Blue Goose constitution and 
by laws and substitute the words “prop- 
erty and casualty.” This proposal was 
not approved, and a motion to support 
the suggested changes was defeated. 

Most Loyal Grand Gander Robert F. 
Stumpf says a committee is being ap- 
pointed to study this situation and “no 
doubt an amendment will be proposed 
at the 1961 convention (in New York) 
which if passed would broaden our eligi- 
bility rules to include men engaged in 
certain casualty operations.” 



























































FUNCTIONAL ANALYSIS II - 
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New in Boiler & Machinery— 
Functional Programming 


When you call on Royal-Globe’s Boiler & Machinery special 
representative for service on a risk, three important things happen. 
One, our planning specialist makes an on-the-scene analysis of the 
whole work-flow and of the functions 
of the individual units that make it up. 3 %, 3) 
Two, he distinguishes critical, semi- P Wi ebm ae 
critical and non-critical units one from on ar| © Vlei € 5) sin stem 
' wy ) Ak 7 
another by how vital they are to the F Te G ee 3 
whole process. Three, he quotes pre- | 
miums based on the entire work-flow 
and on the functional distinctions he Yal 
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Advertising and Agency Management 
Features at 1960 NAIA Convention 


A panel of six states association presi- 


dents will head up an Agency Manage- 
ment and Production Clinic at the 64th 
annua! convention of the National Asso- 
ciation of Insurance Agents, according 
to President Paul H. Jones, CPCU. Also 
featured at the agents’ meeting, sched- 
uled for Atlantic City, September 25-28 
will be an Advertising and Public Rela- 
tions Workshop highlighted by a film 
presentation of the NAIA national ad- 
vertising program planned for 1961. 

The special Property-Casualty Prob- 
lem Clinic scheduled for Sunday after- 
noon, September 25, promises to be one 
of the highlights of the convention. Par- 
ea will include Harry Perlet, man- 

ger of Multi-Peril department of In- 
apcbelenal Insurance Conference, and 
H. Summer Stanley, assistant general 
manager, Factory Insurance Associa- 
tion. As previously announced, William 
Leslie, Jr., general manager of the Na- 
tional Bureau of Casualty Underwriters, 
and Howard S. Omsberg, secretary and 
manager of the National Automobile 
Underwriters Association, will also be 
present. Top officials from the Inland 
Marine Insurance Bureau, the Surety 
Association of America, and the National 
Council on Compensation Insurance will 
also be on hand to take part in this spe- 
cial clinic. 

Problems in Management and 

Production 
Problems in Agency Man- 
agement and Production” will be dis- 
cussed at the workshop on Monday 
afternoon. M. J. Mittenthal of Dallas, 
Texas, who has a long history of par- 
ticipation in association and civic or- 
ganizations, will serve as moderator. He 
was chairman of the planning committee 
for the first two annual agency man- 
agement and production clinics for the 
Dallas Association and has also been 
active in the Mortgage Bankers Asso- 
ciation of America. 

The panel of experts will be composed 
of the following state association presi- 


“Today’s 


dents: Milton R. Cheverton, San Diego, 
Calif.; Stetson Ward, New Haven, 
Conn.; John A. Templeton, Terre Haute, 
Ind.; Aaron S. Feinerman, Harrisburg, 
Pa.; George E. Jennings, St. Louis, 
+e and R. Henry Jones, Columbia, 
LISS 

As part of the Agency Management 


Workshop, International Business Ma- 
chines and Recordings & Statistical 
Corp. will present modern systems of 
solving agency accounting and statistical 
problems designed to allow the agent 
more sales and production time as well 
as to reduce his operating expenses. 
IBM will feature a case history out- 
lined by NAIA member agent Alan Liv- 
ingston of the Birdwhistle and Living- 
ston Agency, Englewood, N. J., who has 
used IBM’s unit record card equipment. 

Two case histories of NAIA member 
agencies will also be presented by R. 
& S. covering use of their equipment 
and services. These agencies are the 
Walter H. Blum & Sons Agency, Rock- 
away Park, N. Y., and the Kurt Hot- 
horn Agency, White Plains, N. Y. This 
portion of the clinic will stress the 


overall benefits of modern accounting 
and record keeping to the agent. 
Advertising Workshop 
The Advertising and Public Relations 
Workshop, NAIA President Paul H. 
Jones, CPCU, presiding, is scheduled 


for Wednesday morning, September 28. 
Participating will be Dave Johnson, Pen- 


sacola, Fla.; Archie Slawsby, Nashua, 
N. H.; Joe Vincent, CPC U, Bryan, 
Texas; and Art Dannecker of the Ohio 


Farmers Companies. Mr. Vincent, chair- 
man of the 1961 advertising committee, 
will introduce the 1961 advertising pres- 
entation film which will stress the im- 
pact of previous campaigns and explain 
next year’s program which is built 
around the “Big Difference” theme. 

Dave johnson, chairman of the 1960 
fund raising committee, will report on 
his fund raising efforts the past year, 
while Mr. Slawsby, chairman of the 
1960 advertising management committee, 
will present a wrap-up of the campaign 
present! y under way. Art Dannecker, 
director of advertising and public rela- 
tions of the Ohio Farmers Companies, 
will pose the question “Is Your Agency 
Identity Blurred?” in his talk which will 
emphasize the need for building agency 
identity for tomorrow’s competitive mar- 
ket. 

Town Crier Awards 


The coveted Town Crier Awards, es- 


tablished last vear by NATA, will be 
presented at this Wednesday morning 
session. A committee to determine the 


winners of these awards has been ap- 
pointed by President Jones. Fred CC. 
Crowell, editor of the Insurance Field 
magazine, is chairman, together with 
members Walter R. McCord, secretary- 
treasurer of the Kentucky Association, 
and NATA Executive Committeeman 
Howard C. Fullington, Wichita, Kan. 
The awards will recognize those in- 
surance companies which consistently 
use the Big “I” seal in an outstanding 
manner as a means of identifying pro- 
fessional independent insurance agents. 
The top executive of each of the win- 
ning companies will receive an engraved 
Town Crier lamp, while each advertis- 
ing manager will receive an engraved 
Town Crier trophy. In addition, this 
year “Town Crier Bells” will be awarded 
to other deserving companies which have 
actively promoted the Big “I” but which 
have no consumer publication, radio, 


billboard or television advertising. 
Public Relations Award 

During this workshop, the Bowen Pub- 
lice Relations Award, sponsored by the 
Ohio Association, will be presented to 
the state association which has contrib- 
uted most to improving public under- 
standing of the American Agency Sys- 
tem and the insurance industry generally. 
President Jones has reappointed last 
year’s judging committee: NAIA Past 
President David A. North, chairman, 
New Haven; Kenneth O. Force, editor, 
National Underwriter; and Fred W. 
Westervelt Jr., manager, public rela- 
tions department, National Board of Fire 
Underwriters. 

Other national awards will be pre- 
sented throughout the convention pro- 
gram. NAIA Highway Safety Awards, 
to a state association and to six local 
boards according to population bracket, 
will be presented at the opening general 
session, September 26. 


At that time the Inter-State Fire 
Safety Awards, sponsored by the Na- 
tional Board of Fire Underwriters, will 


also be presented to the state associa- 
tions most active and successful in their 
fire prevention activities. This year, sec- 
ond and third place winners will receive 
engraved certificates. Six newly created 
awards sponsored by NAIA will be given 
at the local board level according to 
population category. 

Also at the opening general session, 
President Jones will award the Presi- 
dent’s Citations for Achievement in 
recognition of members of the associa- 
tion who have brought prestige to the 
American Agency System through their 
various accomplishments. 

As previously announced, Maurice H. 
Stans, Director of the Bureau of the 
Budget, will address the closing general 
session on Wednesday afternoon, Sep- 
tember 28. 





C. R. Black, Jr., Corp. 
Has 25th Anniversary 


C. R. Black Jr. Corporation, insurance 
brokerage organization of New York 
City and San Francisco, marked its 25th 
anniversary on September 1. The firm 
commenced business in 1935 with a com- 
plement of seven including Clinton R. 
Black, Jr., and Edmund T. Sinnott, both 
of whom had previously been associated 
with other brokerage firms. 

In the ensuing quarter century, it has 
grown to an employment level of 65, 
with departments covering all forms of 
insurance activity, including ocean ma- 
rine, Group insurance, pension and an- 
nuities. Crawford A. Black, son of the 
founder, is also presently associated with 
the firm. 





Henry W. Kneeland Dies 


Henry W. Kneeland, 77, partner of 
John C. Paige & Co., insurance brokers 
at Boston, died suddenly at his summer 
home in Searsport, Me., August 29. He 
leaves his wife, Jane; one daughter, 
and two grandchildren. 

Mr. Kneeland entered insurance in 
1903 and had been with John C. Paige 
& Co. since 1904, becoming a general 
partner in 1941. He was a graduate of 
the University of Maine, where he was 
a member of Sigma (Alpha Epsilon, and 
a member of the Algonquin and Down- 
town Clubs, Boston. 
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LIFE INSURANCE PROBLEMS 
See or Call Al Dittmann, V. P. 


DITTMANN-WHITE Life Associates, Inc. 


GENERAL AGENTS 
Affiliated with David C. White Agency, Inc. 
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B. & R. EXCESS 


CORPORATION 
EXCESS BROKERS 
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Additional Speakers For 
N. Y. Agents’ Meeting 


Raymond A. Muth of Newark, N. Y. 
executive vice president of the New York 
State Association of Insurance Agents, 
announces that Kenneth Rogler of New 
York City, assistant manager of the auto 
division of the ccgge Bureau of Cas- 
ualty Underwriters, will discuss “A New 
Look in the Assigned Risk” at the first 
three regional meetings to be held by 
the New York State Association in 
Watertown September 13, Lake Placid 
September 14 and Albany September 
15. This is a timely subject because of 
the recent announcement of the new 
rules for the Automobile Assigned Risk 
plan. 

During the girls “Buzz Session” Larry 
Newman, manager of the Commercial 
Union—North British Group at Syracuse, 
will discuss “Policy ‘Coverage Compari- 
sions For Dwelling Properties.” At the 
Lake Placid and Albany meetings this 
topic will be discussed by a representa- 
tive of the Albany Insurance Field Club. 

he local committee for the Water- 
town meeting, which will start at noon 
at the Hotel Woodruff, is headed by 
Schuyler Adams of Watertown assisted 
by Arthur H. Parker, a state association 
director from Cape Vincent. The com- 
mittee chairman for the Lake Placid 
meeting, at the St. Moritz is John M. 
Wilkins with members James C. Shef- 
field and S. Curtis Hayes, all of Lake 
Placid. In Albany at the Sheraton Ter 
Eyck the chairman is Edward Cortes as- 
sisted by Lawrence Dignum. 
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International Agreement Seen on 


Damage From Atom Powered Ships 


Leading maritime nations are reported 
nearing agreement on broad legal prin- 
ciples governing nuclear damage that 
could follow from use of atom powered 
vessels. A panel of marine insurance 
attorneys in Washington heard E. 
Robert Seaver, general counsel for the 
Federal Maritime Board, state there is 
possibility of an international agreement 
being reached in 1961 covering the nu- 
clear risk problem. 

Mr. Seaver said use by private indus- 
try of this source of power for shipping 
will be impeded if not prevented until 
responsibility for damage is established 
due to the special nature of the risks 
involved. He noted that the time is near 
for decision based on progress in pre- 
yious negotations in which sound con- 
clusions were developed on most of the 
issues. 

Major Points of Agreement 


He said that among the major points 
of reported agreement are: 

1. The coverage of the convention will 
include all types of nuclear propelled 
vessels, including warships. However, 
the latter are not to be subject to in- 
spection or arrest in foreign jurisdic- 
tions. 

2. The convention is limited to nu- 
clear damage and leaves to existing law 
any other type of damage inflicted by or 
sustained by nuclear powered ships. It 
excludes claims for salvage or general 
average. 

3. Liability for nuclear injury or dam- 
age is absolute, without proof of fault, 
and is channeled exclusively to the oper- 
ator (the person licensed) of the ship. 
Suppliers, designers and others cannot be 
sued. The operator is exonorated only 
if the incident is caused by war. 

4, Contributory negligence is not a de- 
fense except for the limited provision 
that the court having jurisdiction may 
refuse or reduce compensation to a 
claimant who willfully caused the dam- 
age. Recourse over is allowed only 
against one who intentionally caused the 
damage or if recourse is provided by 
contract. 

Insurance Coverage 


5. The operator is required to main- 
tain insurance or other financial security 
in such amount and of such type as the 
licensing state shall require. While the 
IMC, being a private organization, was 
not in a position to recommend the ex- 
tent to which the government of the 
licensing state should participate in the 
risk, it was recognized that the conven- 
tion could not work unless government 
indemnification is afforded. 

A limit of the aggregate liability of 
the owner for the damages arising out 
of one nuclear incident is proposed. The 
amount was left blank, because this 
limit would depend upon the amount of 
the indemnification to be provided by the 
licensing state. 

If the convention were to establish 
alimit of liability in the amount of, say 
$100 million and a particular state re- 
quired the owner of a certain vessel 
to maintain insurance in the amount of 

million, that government’s indemni- 
fication would be in a maximum of $80 
million if the claims arising out of a 
single nuclear incident were to exceed 
million. 

6. The draft establishes a period of 

years within which suit may be 
brought, but permits a contracting state 
to prescribe a shorter period of not less 
than two years, for the extinction of the 
tight to sue, commencing with the date 
the injury became manifest to the claim- 
ant, or the date when he should reason- 
ably have known of the injury, 


Action for Compensation 


7. Action for compensation may be 
brought, at the option of the claimant, 
i either the courts of the licensing state 
or the courts of the state where the in- 


cident occured. Judgments shall be en- 
forceable in the courts of other contract- 
ing states when the requirements of the 
law of the latter have been complied 
with. The merits shall not be the sub- 
ject of further proceedings. 


8. In order to protect against payments 
outside the limitation system, an opera- 
tor who has paid a claim may assert the 
claim in the limitation proceeding; and 
if it appears that claims will be asserted 
in addition to those under consideration 
by the court administering the limitation 
fund, a portion of the fund shall be pro- 
visionally set aside to cover those claims, 
pro rata. 


EXCELSIOR DIVIDEND 
Directors of Excelsior Insurance Co. 
of New York at their quarterly meeting 





in Syracuse declared a quarterly divi- 
dend of 10 cents a share payable Sep- 
tember 20 to stockholders of record Sep- 
tember 5. This quarterly dividend marks 
the sixty-fifth consecutive dividend paid 
by the Excelsior since 1936. The com- 
pany has nearly 2,100 stockholders scat- 
tered in many states and has 180,115 
shares of common stock outstanding. 
Most of the stock is owned by individ- 
uals connected with the company’s 
nearly 1,000 agencies and by many other 
individuals in Syracuse and central New 
York. 











“Your Agency Should 
Represent the Atlantic 


“You'll find Atlantic flexible, cooperative, 
open-minded, ready to solve your problems. 
They listen to agents. 


“In planning a new commercial policy, 
Atlantic first asked agents what they wanted. 
The policy that resulted was actually based 
on agents’ recommendations. 

‘Another thing. Atlantic’s advertising and 
public relations programs tell the public to 


sf Companies 






buy insurance from you, the independent 
agent or broker. And Atlantic prepares 


special advertising for agents’ use entirely 


omitting the Companies’ name. 

“For real help in meeting competition, 
look to the Atlantic Companies: Centennial, 
the stock company—and Atlantic, the quality 
mutual with the long reputation for giving 
the producer the services he needs.” 


Have one of our Special Agents come and tell you how our unique team—stock 
company and mutual company—can help your agency grow. Your inquiry is invited. 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL «+ 


CENTENNIAL 


Home Office: 45 WALL STREET, NEW YORK 5 


28 Offices in Cities from Coast to Coast 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 
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Agricultural Premiums 
Show Increase in 1960 


The Agricultural Insurance Co. and 
subsidiary companies, Anchor Casualty 
and American Empire, report a _ pre- 
mium volume of 20.5 million in the first 
half, which is up 8.5% from 1959, The 
net operating income was $154,004 as 
compared with a deficit of $82,000 for 
the like period of 1959. 

Adjusted net operating income for the 
first six months of 1960 is $1.08 per share 
of the 487,590 outstanding shares of Agri- 
cultural stock compared with 59¢ last 
year, based on the same amount of 
stock. This adjusted figure reflects the 
equity in the increase of unearned pre- 
mium reserves for six months and does 
not give effect to income taxes. 

The group is still incurring some un- 
usual and non-recurring expenses result- 
ing from the merger of 1959. However, 
management’s belief is that current un- 
derwriting controls and economies al- 
ready made or planned, will further the 
return of underwriting profits for the 
group in the balance of 1960. 

Consolidated assets on June 30 were 
$66,988,295, against $64,654,321 on June 
30, 11959. Surplus to policyholders was 
$20,346,183, against $22,299,050. 


Fire Chiefs to Open 
Session to the Public 


The International Association of Fire 
Chiefs, convening at Rochester, N. Y. 
next week, is opening its Wednesday 
morning session to the public. Chief 
Arthur H. Lintelmar, Baytown, Texas, 
said that the board of directors was in 
agreement the people of Rochester 
should be invited to the meeting. 

Opening a business session to the pub- 
lic, Chief Lintelman explained, is un- 
precedented in the history of the 8&/- 
year-old association. It was motivated 
by the fine spirit of cooperation that 
has marked the planning stages of the 
conference which is to be attended by 
some 2,300 fire chiefs and specialists in 
fire safety beginning September 12. 

One of the features of the Wednes- 
day morning session is an illustrated talk 
on safety in the home and what to do 
when fire strikes. Chief Wayne Jenkins 
of the State Bureau of Fire Prevention, 
Columbus, Ohio, is making the talk. He 
will be followed by Everett W. Fowler, 
chief engineer, the National Board of 
Fire Underwriters, New York, who will 
tell how sound municipal fire protection 
is the equivalent of money in the bank. 

The morning session will end with an 
address by General Osvaldo Piermarini, 
chief of Italy’s modern Fire Service. 








Hawkeye-Security Opens 
Outdoor Ad Program Test 


The Hawkeye-Security Insurance Co. 
of Des Moines, Iowa, is launching a test 
outdoor advertising campaign for its 
agents, it is announced by William L. 
Cobb, president. Hawkeye-Security is 
a member of the insurance group of Fi- 
nancial General Corporation. - 

The company’s outdoor advertising 
drive is being launched in test areas in 
its 23-state territories. The program is 
being conducted on a cooperative basis 
between the agents and Hawkeye-Se- 
curity with the company assuming a por- 
tion of the cost of the highway signs. 

The signs measures 12 feet in length 
and six feet in height atid have display 
faceplates of metal. All of the outdoor 
displays feature “Scotchlite” reflective 
sheeting for night-time readability. 

All the outdoor signs emphasize the 
local agent’s copy. In addition, agents 
have a choice of selecting either the Fi- 
nancial General Group insignia or the 
“Big I” seal of the National Association 
of Insurance Agents to appear in a space 
on the upper right hand side of the signs. 





NAME R. M. SANDERSON 
Robert M. Sanderson, who operates 
the Sanderson Insurance Agency in 
Nashville, has been named a_ general 
agent for the newly formed American 
Educational Life of that city. 


ing in 


AMER. GENERAL TO BUILD 





Texas Insurer to Erect Major New 
Office Building in Houston to House 
The Entire Group 

Directors of American General Insur- 
ance Co. of Houston, Tex., have voted 
to construct a major new office build- 
Houston, which will serve as head- 
quarters for the entire American Gen- 
eral Group. At the same time the board 
provisionally accepted the offer of Texas 
Eastern Transmission Corporation for 
the purchase of the present First City 
National Bank Building, now owned by 
American General. 

The decision was announced by Gus 
S. Wortham, head of the American Gen- 
eral Companies, who stated that con- 
struction of the new building will be 
undertaken as soon as plans can be 
drawn and approved. The new building, 
he said, is expected to rank among the 
larger structures in Houston. The site 
of the structure has not yet been 
lected. 

The American General Companies pur- 
chased the present First City National 
Bank Building more than two years 
ago, planning to take occupancy when 
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LOCATING A RUNNING MATE 


We have arranged affiliations 
of fire and casualty insurance 
companies into one homogene- 
ous organization. A_ running 
mate can be found for your 
company. 


CONSULTANTS 











the bank moves to its new building now 


under construction. In the two years 
intervening, the several members of the 
American General Group have grown 
rapidly, and Knights Life Insurance Co., 
of Pittsburgh, a new member, has been 
added to the group. 

In consequence, the space which will 
be vacated by the bank itself is no 
longer sufficient to house the American 
General family. Moreover, the growing 
size of American General’s operations 
make it increasingly desirable for the 
companies to occupy space tailored to 
their own needs. 





Go over the head of 


your competition 


It’s easy to complete a forward pass 


when you sell Bonds. The market is there as 


these news items show: 


“Seven per cent of all business bankruptcies 
are due to failure to have fidelity bond 
protection or to have sufficient amount of such 


coverage.” 


“...an estimated one out of every seven dollars 
of our Gross National Product (is) being 
spent on some phase of construction 


activity...” 


“Owners and public bodies...are becoming 
more and more aware of the value of 


contract bonds.” 


The need for other Bond lines is also increasing. 
In addition to Fidelity and Contract Bonds, you 
can pile up sales-points fast with License and 
Permit, Court, Federal, Fiduciary, Public Official, 
Lost Instrument and Miscellaneous Bonds. 


Ask our Fieldman to show you how you can reach 
your profit-goals faster with our expanded Bond 
facilities and services. Also have him order sales- 
winning promotional aids from our Advertising 
Department. Sell Bonds and watch your profits 


go up. 
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A MULTIPLE LINE GROUP 





COMMERCIAL UNION ASSURANCE COMPANY LTD. 


ONE PARK AVENUE, NEW YORK 16, N.Y. 


NORTH BRITISH & MERCANTILE INSURANCE COMPANY LTD. 


150 WILLIAM STREET, NEW YORK 38, N.Y. 


AMERICAN CENTRAL INSURANCE COMPANY 


THE CALIFORNIA INSURANCE COMPANY 
CENTRAL SURETY AND INSURANCE CORPORATION 


COLUMBIA CASUALTY COMPANY 


COMMERCIAL UNION INSURANCE COMPANY OF NEW YORK 
THE COMMONWEALTH INSURANCE COMPANY OF NEW YORK 


THE MERCANTILE INSURANCE COMPANY OF AMERICA 

THE OCEAN ACCIDENT AND GUARANTEE CORPORATION, LTD. 
THE OCEAN MARINE INSURANCE COMPANY LTD. 

THE PALATINE INSURANCE COMPANY LTD. 

THE PENNSYLVANIA INSURANCE COMPANY 


UNION ASSURANCE SOCIETY LTD. 
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THE OLDEST INSURANCE 
COMPANY IN THE WORLD 
250th Anniversary 
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Best’s Fire and Casualty 
Insurance Reports Ready 


The 1969 edition of Best’s Insurance 
Reports—the 61st Annual Fire & Cas- 
ualty edition—is ready for delivery. This 


well-known 2,000 page reference work 
gives comprehensive analyses and com- 
plete individual reports on the financial 
condition and operations of more than 

300 fire and casualty insurance ‘com- 
panies in the United States, plus Best’s 
summary opinion or rating. In addition 
condensed information is included coy- 
ering fire and casualty insurance com- 
panies operating in Canada. 

Best’s rating have been increased on 
81 insurance companies, with decreased 
ratings for 58 companies; exhibits on 27 
companies appear for the first time with 
no rating assigned. 

Each company report contains a re- 
view of the company’s history, manage- 
ment, reputation, general underwriting 
practices and its reinsurance arrange- 
ments. Presented for each company are 
many exhibits including five year finan- 
cial and operating studies showing move- 
ments of assets, policyholders’ surplus, 
reserves, direct and new premium vol- 
ume, underwriting ratios, (composite and 
separate classes of business) investment 
gains, dividends and federal taxes. 

Complete figures appear covering 1959 
experience of each line of business writ- 
ten; yearly by-line underwriting results 
for each of the five years recorded by 
the principal classes of business; de- 
tailed financial statement figures for 
each of the last two years; figures for 
the leading groups and/or fleets and 
other financial facts and information 
important to insurance operations. 

Copies may be ordered as part of 
Best’s service from the home office of 
Alfred M. Best Company, Inc., at 75 
Fulton Street, New York 38, N. Y., or 
from any of the firm’s branch offices in 
Boston, Chattanooga, Chicago, Cincin- 
nati, Dallas, Los Angeles and Richmond. 





Personal Lines Insurance 


New Book by Harold Gee 


(Publication of a new book, “Personal 
Lines Insurance,” has been announced 
by The Rough Notes Co., Inc., Indian- 
apolis, Ind. Written by Harold F. Gee, 
the book is the sixth in the Agent's 
Guide Series. It contains the latest 
information on the new homeowners 
program, as well as the new safe driver 
insurance plan. “Personal Lines Insur- 
ance” is divided into five sections: prin- 
ciples of insurance; dwelling building(s) 
and contents; the homeowners policies; 
comprehensive personal liability; and 
automobile insurance. The chapters in- 
terpret in simple and understandable 
language the coverages, exclusions, and 
phrases used in the various policies. 

Mir. Gee is also the author of the 
“Agent’s (Bonding Guide,” “Agent’s Cas- 
ualty Guide,” “Agent's Automobile 
Guide,” “Broad Form ‘Crime Insurance, 
and “Fieldman’s Guide”—published by 
The Rough Notes Co. He is a vice 
president of the America Fore Loyalty 
Group in charge of the advertising ant 
public relations departments. 

Containing 218 pages, the new book 
sells for $3 per copy, less in quantity, 
and may be selena from The Rough 
Notes Co., Inc., 1142 North 
Street, Indianapolis 6, 
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Property Insurance Fact Book 


When fire strikes a home in the year 
ahead the chances are three to one that 
it will be the result of carelessness or 
forgetfulness, the National Board of Fire 
Underwriters predicts. 

“Nearly seven out of 10 fires last year 
occurred in homes,” the National Board 
said, “and three out of every four were 
needless. Care could have avoided them. 
lf past experience is any criterion, near- 
ly one-fourth of all fires in the next 12 
months will be caused by matches and 
gnoking. Another one-fifth will be the 
result of misuse of electrical equipment. 

“A little extra care can save lives and 
dollars,” the National Board added. 

Fire last year took 11,300 lives and 
caused property damage exceeding $1 
billion, the National Board pointed out. 
There were 419,556 building fires in cities 
of 25,000 population or more. Of these 
285,796 were residential fires. These fig- 
ures are contained in the 1960 edition 
of the 36-page Property Insurance Fact 
Book just off the press. The Fact Book 
was prepared by the Insurance Informa- 
tion Institute in cooperation with the 
National Board. 

“It is particularly important to use 
care with fire both at home and in places 
of business because damage by fire at 
the moment is running ahead of a year 
ago,” the board added. 


For the first seven months of 1960 fire 
losses totaled $656,969,000, an increase of 
21% over the $643,200,000 for the first 
seven months of 1959, 

The 1960 Fact Book is a compendium 
of information on fires, and facts about 
them. It is designed for use as a ready 
relerence by research men, speakers, 
scholars, and writers on fire or fire pre- 





Hazards Should Be Under 
Control of Fire Depts. 


Fire hazards should be under legal 
control of fire departments, according to 
Robert S. Moulton, technical secretary 
of the National Fire Protection Asso- 
ciation. Writing jn the current issue of 
“Firemen,” NFPA’s internationally cir- 
culated monthly fire service magazine, 
Mr. Moulton explains how communities 
can provide themselves with necessary 
fire protection fairly simply. 

National standards developed by the 
NFPA and other organizations in the 
field should be adopted for this purpose, 
says Mr. Moulton. A community may 
draft a fire prevention code which de- 
tails many important features but, since 
it must be selective, leaves out others. 
“A better method,” Mr. Moulton 
states, “is to adopt the entire National 
Fire Codes by reference as an advisory 
guide to be followed by the fire de- 
partment in all cases where a particular 
topic is not covered in other local legis- 
ation. 

“These codes are easily defended and 
tan be shown to have been produced 
by representative national committees 
and to be generally accepted as in the 
public interest.” The fire department can 
then base its decisions on a set of fixed 
and reasonable standards and act on 
them with legal authority, says Mr. 
Moulton. 





JAMES P. COYLE DIES AT 47 
James P. Coyle, Philadelphia insurance 
agent, died August 25 at age 47. He had 
served one year as secretary of the Pa- 
tific National Insurance Co. and before 
that had been with the Reliance Insur- 
ance Co, for 17 years as head of the 
Philadelphia automobile and marine de- 
Pattment. He was a lecturer, and a 
member of the Philadelphia Agents and 
rokers Association and Automobile 
Underwriters Club, 


vention subjects. Extensively indexed, 
the book contains historical background 
about fires and the origin of property in- 
surance, leading causes of fires, materials 
ignited, fire frequency 1942- 1959; fire 
losses, fatalities and catastrophes. 

The new edition also gives statistics on 
tropical storms, hurricanes, and_ torna- 
does, including losses. Single copies may 
be obtained by writing to the publications 
editor, Insurance Information Institute, 
60 John Street, New York 38, N. Y. 
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Glens Falls Purchases 


Arkansas General Agency 
The W. R. Smith and Co. General 
Agency of Little Rock, Ark., is being 
purchased by the Glens Falls Insurance 
Co. of Glens Falls, N. Y. The Smith 
General Agency organization will be- 
come the Little Rock office of the Glens 
Falls, with its personnel becoming em- 
ployes of the company, and 
Smith continuing in his supervisory posi- 
tion as manager of the new office. 
George D. Mead, president of the 
Glens Falls, stated that establishment of 
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the new combined office facility in Little 
Rock would make available new and 
improved multiple-line production and 
underwriting facilities for Arkansas 
agents. Immediate plans call for estab- 
lishment of a claims and loss depart- 
ment in the Little Rock office, and the 
offer of a complete premium finance 
plan to all agents through the Glenway 
Corporation, a member of the Glens 
Falls Group. 

In the near future, establishment of 
an engineering- -audit department is 
scheduled and the life insurance facil- 
ities of the Group, through the Na- 
tional Life Assurance of Canada, will be 
made available to Arkansas agents. 


This advertisement is 
currently appearing in: 
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TIME 
NEWSWEEK 
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Marine Union Head Cites Problems 


For Study at Washington Next Week 


Major problems of ocean marine insur- 
ance to be studied and discussed at the 
86th annual meeting of the International 
Union of Marine Insurance in Wash- 
ington next week were outlined by Louis 
Rostock-Jensen, president of the Union 
and managing director of the Baltica 
Insurance Co., largest direct writing in- 
surer in Denmark at a press conference 
in New York City. More than 300 rep- 
resentatives of insurance companies 
from 30 countries, including the Soviet 


Union and other “Iron Curtain” coun- 
tries, will attend. ; 
The Marine Union meetings constitute 
a forum where marine insurance leaders 
from all parts of the world present their 
views and knowledge for the benefit of 
one another. There are no agreements 
made or resolutions passed, for the 
Union has no such authority. Mr. Ro- 
stock-Jensen expressed the  union’s 
“warm apprec iation of the very active 
interest taken in our work throughout 
the world by the American Institute 


of Marine Underwriters 
Hazards of Super-Tankers 


“Among subjects to be 


week is the extraodinary 
to super-ti inkers. It was 
sar’s conference that the 
these large ships to withstand 
extremes of heavy weather had 
determined. 
will be discussion 
attending cover of atomic 
ticularly the coverage of the envisioned 
liabilities arising out of a nuclear inci- 
dent will not be simple. Providing of such 
insurance in adequate amounts, accord- 
ing to underwriters, will far 
beyond any combinat ion of hull pro- 
tection and ind lemnity insurance hereto- 
fore known in the marine field. 

“At the 1959 conference ea study group 
Was set up with the purpose lecting 
material regarding the navigation of the 
new St. Lawrence Seaway, and under- 
writers will be looking forward wiih 
considerable interest to the report of this 


discussed next 
hazard related 
noted at last 
ability of 
drastic 
not yet 
been 
“There of problems 
risks. Par- 


some 


go 


of col 


study group,” Mr Rostock-Jensen 
stated. 

“The International Union has consul- 
tative status with the United Nations 
and with the Intergovernmental Mari- 
time Consultative Organization, and the 
work of the IMCO for Safety at Sea is 
of course also of utmost importance to 
marine underwriters. 

“These are only a few of many sub- 
jects which concern the underwriter, | 
am certain that they will continue to 
battle his wits as the years go by. But 
by the same token I am certain that 
this international group will solve its 
problems as they arise and will strive 


in every way it knows to provide the 
best, most adequate marine insurance 
possible for a realistic ago 


“The marine underwt ter has reason 
for travel ing thousands of miles to at- 
tend this meeting. Think of the hun- 


dreds of commercial ships valued at any- 
where from, $1,000,000 to $20,000,009 or 
more; and also bear in mind the num- 
ber of people on board each passenger 
vessel. 
Vast Responsibilities 

“This, is the world of the marine in- 
surance underwriter who is attending 
this annual meeting. He is the man who 
bears the responsibility cf insuring these 
millions of dollars worth of ships and 
their valuable cargo they travel the 
seas for weeks on end all over the world 
in all kinds of weather. 

“Marine insurance is such an interna- 
tional industry and so closely allied to 


as 


international trade and shipping that un- 
derwriters have to possess a considerable 
amount of adaptability to be able to 
meet the changing demands which the 
technical and economic development in 
countries all over the world makes on 
them. 

“Therefore free international competi- 
tion is vital to the exercise of marine 
insurance, and in consequence the In- 
ternational Union of Marine Insurance 
has endeavored throughout the years to 
fight down the dangerous tendencies 
which have made themselves felt in a 
number of countries to impose restric- 
tions on the free exercise of insurance 
by way of legislation of a nationalistic 
nature. 

“In line with this our fundamental be- 
lief in international competition the In- 
ternational Union does not sponsor any 
compulsory agreements and, in fact, the 
Union has no executive power over the 
membership. 

“The object of the yearly conferences 
of the Union is to serve as a forum for 
the exchange of technical information on 
marine insurance matters, and the wide 
attendance of the conferences show the 
keen interest of underwriters to avail 
themselves of these opportunities of 
learning from each other’s difficulties.” 

Next week the Marine Union members 


will hold committee meetings on Mon- 
day at the Hotel Shoreham with the 


council in session, with closed meetings, 
on Tuesday and Wednesday. On Thurs- 
day morning and afternoon open council 
meetings are scheduled, followed by the 
official banquet. The American Institute 
of Marine Underwriters will be ‘host at 
luncheons, dinners and reception during 
the gathering of the Union. 
Louis Rostock-Jensen Career 

Mr. Rostock-Jensen joined Baltica in 
1935 as a surveyor, following 20 years’ 
service in the Royal Danish Navy where 
he rose to the rank of commander. He 


received his education at the Officers 

School of the Royal Danish Navy. 
Eight years after having joined the 
Baltica, Mr. Rostock-Jensen was ap- 


pointed manager ‘of the marine depart- 
ment. In 1947 he was named general 
manager of the Baltica. He was elected 
to his present position in 1957, 

During his naval career, he was a sub- 
marine captain and was also in charge 
of the Naval Diving School from 1928 to 
1935. He is the author of a book called 
“Manual on Marine Diving” which was 
published in 1931. He is a Knight of the 
First Degree of the Order of the Dan- 
nebrog. 

Mr. Rostock-Jensen is currently a 
member of the board and of the execu- 
tive committee of the National Institu- 
tion for Combatting Rheumatism, in 
Copenhagen. 

He was elected president of the Union 
last year. From 1955 to 1959 he held the 
position of vice chairman. He has been 
a member of the board since 1941 of both 
the Danish Institute of Marine Under- 
writers and the Nordic Poo! of Marine 
Insurance. 

Mr. Rostock-Jensen also — speaks 
French, German and English. His hob- 
bies include hunting and amateur photo- 
graphy. He is married to the former 
Bertha Weilbach. They have two 
children. 


. Miss 


grown 





NEW V.P.S. IN SEATTLE AGENCY 
The following have been named vice 
presidents of D. K. MacDonald & Co. 
Seattle insurance brokerage firm: John 
H. West, S. W. Robinson, John R. 
Thomas and G. Sheldon Maier Jr. 


Inland Marine Figures 


(Continued from Page 1) 
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866,733 were down from $34,668,286 in 
1958 and from $51,129,797 in 1955. In the 
five year period ending in 1959 the year 
1957 saw the highest ratio with 85.72% on 
paid to written premiums, and_ this 
dropped to 64.10% last year. The marked 
drop in premium income is due principal- 





ly to two reasons. One, the switch from — sented in the following table: 
Ratio 
TOTAL Losses 
Paid to 
Written Paid Pre >miums 
CLASS Premiums Losses Written 
Accounts Receivable Policies ............e0e008 $ 1,435,581 $ 148,252 10.33 
Bridges and Tunnels, Property Damage ........ 2,503,655 322,694 12.89 
Camera & Sound Equipment Private Risk 2,831,975 1,302,7/3 40 00 
Fine Arts & Private Collections tS a eee 3,373,105 1,171,372 34.73 
Wiest Ces Ge EE avueiaasobtaesdceesaess 1,713,593 313,843 18 31 
Furriers Customers Custody Rider ............ 1,860,715 610,946 32.83 

Garment Contractors 

Women’s Wear, Cloakes, Suites & Dresses 2,580,547 784,310 30.39 

OO ae es 976,515 635,170 65.04 

OGher Woartem Apparel .ccccccccccccescessccs 1,344,248 573,663 42.68 
eee OO eer rere tar ree 140,153 34,211 24.41 
oe OEE Re eer 3,103,236 1,321,949 42 60 
ee os nab oto x 0b b6645 50.000 5,632,800 2,321,904 41,22 
Mobile Agricultural Machinery & Equipment 

aS OO ee Rr rere a 7,599,075 3,557,972 46.82 
Musical Instruments (Excluding Dealers) 

Orchestras, Bands & Other Groups .......... 951,450 362,492 38.10 
Neon Signs Total Full Coverage .............. 1,868,826 864,386 46.25 
Tote) DeeMs COVERT cece ccccedeces 1,052,174 427,555 40.64 
Parcel Post 

ET MN (Seb kink bias a)4.00 00084404095 824,620 450,021 54.57 

Pe See e eich cis lan wis ree Skee be oo es ae 5,349,242 2,562,415 47.90 
PE I nc bina sic su Woks si .0S wees Saeeae 3,353,912 1,132,281 33 76 
PE PRE inks sud ands dana csesea dss 15,536,345 7,282,035 46.87 
Personal Jewelry Total Full Coverage ........ 50,876,172 26,991,728 53.05 
Personal Property Floater (Excluding C.D.P.) 

eT RE ere 2,169,674 1,657,019 76.37 

UR TRIER MPUOEOME on ooc csc cence cnccecs 24,738,604 15,391,169 62.22 
Personal Property Floater (In Combination With 

CLS. = Gee eee 1,958,455 1,454,911 74,29 
Physicians & Surgeons Equipment .............. 2,198,811 749,095 34.07 
ae Ge RRR SSA eee ee 1,835,872 207,439 11.30 
Rolling Stock Railroad Total .....ccccccccccses 1,925,446 1,594,352 82 80 
Valence Tapers Ee ROCs cask ccc seaccscesesss 1,152,396 223,730 19.41 
te SEE a dio e'sd cA bis 4:6 SSA 6 5:000-<0-0 193,951 38,653 19,93 
ey ee ren 9,839,116 3,879,286 39.43 
Boats (Including Canoes & Rowboats) And 

US SESS SET 5 Ga ete re 20,549,280 9,046,350 44,02 
Boats & Motors Private (Inboard) .............. 1,187,020 599,305 50.49 
Contractors Equipment Floaters .................. 33,931,632 17,866,408 52 65 
Deferred Payment Merchandise .................. 12,049,663 5,453,115 45.26 
Fine Arts—Dealers, Museums, etc. ............ 1,508,152 514,360 34.11 
SRE SINR, na sd op Wihw 046. 0000s ceases atcwe 6,848,344 3,517,809 51 37 
Live Animals & Pelts Insurance (Other Than 

SE 16.6655 S EES Se ON iNOS b a's 06 Ses boa 000-0 0% 1,077,637 483,441 44.86 
Miscellaneous Dealers Insurance ................ 2,157,468 1,451,052 67.26 
i ae ML (cs sunkae seen 6s wh.cso06s ees 32,356,252 12,443,879 38 25 
6 rsatiay heen A CO EE ee 1,068,313 196,641 18.41 
EOPROUNIE TNE 980050555 ssscsncdecccsese cesses 4,399,762 1,603,370 36.44 
ee EE a eee 1,036,426 440,692 42.52 
Transportation (Open & Annual Forms) ........ 15,729,108 6,770,270 43.04 
Transportation (All Others) ..........++........ 6,411,397 2,677,885 41.77 
Warehousemen’s Legal Liability ................ 2,447,146 657,620 26.55 
ogre, Md ee ee 63,093,435 33,555,571 53 18 
Canada & Other Countries (Direct Basis) ...... 16,785,916 9,095,583 54,19 


Hendon Chubb 


(Continued from Page 23) 


money; they take it out one 
purpose, security. 

“Believing in the value of this great 
business to the community one must 
be conscious that if it is to do its duty it 
must grow and change with the change 
of economic life in the nation. Wise 
growth and sound development can only 
come if it is administered with a full 
sense of responsibility by men of char- 


for just 


acter and vision, men having a firm 
background of knowledge and _ sound 
training. 

‘Advancement and success in_ this 
business, as in all others, depends on 
many factors. I place character first, 


then intelligence, hard work, vision and 
knowledge. I do not think that any very 
great success can be achieved without 
all of these. To my mind knowledge 
is the tool—the other attributes enable 
one to use that tool.” 


Victoria Foundations 


For a long while Mr. Chubb was active 
along numerous lines—other than out- 
door sports—outside of insurance. More 
than 35 years ago he established the 
Victoria Foundations, Inc., in New Jer- 
sey. Named after his mother this charit- 
able organization is known throughout 
the state for its excellent welfare work 
and its contributions to national bodies. 
Mr. Chubb devoted many hours each 
week to his philanthropic programs. 

In 1940 he also founded at Morris 
Plains, N. J., the Children’s Heart Unit 
of the Victoria Foundation. This unit 
came into existence because of a desire 
by Mr. Chubb to provide adequate and 
skilled medical service to children suf- 






— 


buying PPF covers to securing broad 
form Homeowners policies that include 
the PPF coverage, and second, the driye 
by many inland underwriters to curtail 
writings of PPF because it has been a} 
most without exception unprofitable as 

a class for years. There are many good 
semeeds who are still on the books, by 
a lot of the borderline risks have been 
discarded. 

The 1959 experience for many major 
lines of inland marine coverage is pre. 


Inland Multiple Peril 
Society Outing Oct. 4 


The Inland Multiple Peril Society of 
New York is holding its first annual 
golf outing on Tuesday, October 4, at 
the Garden City Country Club at Garden 
City, Long Island. The tournament will 
be limited to 18 holes. Guests eligible 
for membership may be invited states 
Philip 'M. Winchester, prominent inde- 
pendent adjuster, who is chairman of the 
golf outing committee. 





AMERICAN RE. DIVIDEND 
Directors of the American Re-Insur- 
ance Co. of New York have declared a 
dividend of 30¢ a share, payable Sep- 
tember 15 to stock of record September 2. 
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fering from heart ailments whose fami- 
lies cannot afford to pay for such care. 


Won Numerous Flower Prizes 


A lover of flowers and beautiful land- 
scaping Hendon Chubb, and others in 
his family, were awarded many honors 
at flower shows. At one International 
Flower Show in New York he re- 
ceived highest honors. Mr, Chubb and 
his gardener received the coveted silver 
medal of the Societe Nationale d’Hortt- 
culture de France. Their exhibit was 
judged best of the private gardens in 
design, planting, bloom and individuality. 

Politics, too, have claimed a part of 
Mr. Chubb’s time. Active in New Jersey 
in Republican party circles he was 4 
delegate from that state to the Repub- 
lican national convention in 1936. 
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NBCU Uniform Forms 
Approved by 23 States 


sEE OTHERS FOLLOWING SUIT 





Bureau Says Adoption Will Save Thous- 
ands of Dollars, Provide For More 
Efficient Handling, Servicing 





The National Bureau of Casualty Un- 
announced Wednesday that 
ss uniform financial responsibility forms 
program has thus far been approved by 
the motor vehicle departments of 23 
sates. Before implementation of the 
program early next year, it is expected 
pproval will be obtained from addi- 


lerwriters 


ional states. 
In issuing a progress report on the 
program, the bureau said its adoption 


yould save many thousands of dollars 
aid provide for more efficient handling 
aid servicing of financial responsibility 
jorms. 

The National Bureau initiated the pro- 
gam because of the insurance industry’s 
sowing concern over the increase in the 
wmber of forms required to meet spe- 
tific state requirements. It has been en- 
dorsed by the National Association of 
Independent Insurers and the Mutual 
Insurance Rating Bureau. The two or- 
ganizations now are cooperating with 
ihe National Bureau to perfect the 
necessary administrative procedures. In 
rder to make the program most effec- 
ve, the National Bureau said that it 
should be an all-industry project. 


Approximately 3,000 Forms in Use 


The National Bureau pointed out that 
proximately 3,000 forms are now in 
we in the administration of various 
vate requirements, and in the area of 
inancial responsibility there are more 
tan 250 forms of all colors and sizes. 
The bureau presented its tentative 
jrogram on uniform forms to a work- 
shop meeting of the American Associa- 
ion Of Motor Vehicle Administrators 
in New York last summer. There was 
eithusiastic response and the NBCU was 
wked to present it to the AAMVA’s 
financial responsibility committee at that 
rganization’s annual meeting last Oc- 
tober, 
The executive committee of the 
\AMVA passed on ‘the recommendation 
{the financial responsibility committee 
which read in part “... that all financial 
responsibility administrators consider the 
wossibility of adopting uniform (forms) 
.in order to obviate the necessity of 
waving forms for each jurisdiction... .” 
The AAMVA asked the bureau to sub- 
nit its program at various regional 
meetings 
The National Bureau cited the many 
thousands of dollars it costs the industry 
print and maintain the more than 250 
mancial responsibility forms presently 
1 use and said that each additional or 
verse form which is required by a 





late complicates the work flow processes 
ind increases the possibility of error. 
The bureau said the uniform forms 
tere drafted reflecting recommendations 
teeived from the administrators and 
tom within the industry. It consoli- 
lated all the many varities of the pres- 
‘tt financial responsibility forms in the 
ht of the recommendations. These 
inform forms, the NBCU added, could 
used in virtually every state where a 
inancial responsibility law exists. 
Presently, administrative procedures 
‘i the use of uniform forms are being 
veloped. It is expected that this work 
vill be completed early next year, mak- 
Ng the forms available for use in the 
‘ates that have approved the program. 








D. M. PRUITT GOING TO JAPAN 





General Accident’s Ass’t General Man- 
ager to Resign in Oct. to Join American 
Friends Service Committee 

Dudley M. Pruitt, who has served the 
General Accident for the past 18 years, 
first as actuary and then as U. S. assist- 
ant general manager, the post he now 


DUDLEY M 


PRUITT 


holds, has resigned and will leave with 
Mrs. Pruitt in October for Japan where 
he will join the American Friends Serv- 
ice Committee as program director. 

The son of a missionary who served 
in the Orient, Mr. Pruitt was born in 
China. He was educated at Haverford 
College where he qualified for Phi Beta 
Kappa Fraternity membership. He _ be- 
gan his insurance career in 1926 with 
the old Independence Indemnity of Phil- 
adelphia. Prior to joining the General 
Accident in 1942 he served the Fireman’s 
Fund Indemnity for four years in New 
York as statistician. 

A past president of the Casualty Ac- 
tuarial Society as well as the Insurance 
Accounting & Statistical Association and 
Association of Casualty Accountants & 
Statisticians, Mr. Pruitt has given gen- 
erously of his time and efforts to im- 
prove these phases of the fire-casualty 
business. 

When the news became known that 
he would soon leave for the Orient, the 
Casualty Actuaries of Philadelphia and 
vicinity gave a farewell reception in his 
honor. It was decided by this group, 
which has met informally in the past, to 
formalize its organization now that 
nearly 30 Fellows and Associates of the 
Society are located in the immediate 
neighborhood. 

At this get- -together, which could well 
be the first of a series of semi-annual 


meetings, the speaker was LeRoy J. 
Simon associate actuary of Insurance 
Co. of North America. He discussed 


“Myths and Mysteries Concerning the 
Actuarial Basis of Merit Rating,” which 
will be reviewed in our issue of Sep- 
tember 16. 

Besides the Pruitts the guests at the 
meeting were a number of academic 
staff members of the Wharton School 
of the University of Pennsylvania. 





Approve S.C. Auto Rate Drop 

The South Carolina Insurance Com- 
mission has approved a decrease in lia- 
bility rates for private passenger cars 
at a 2.1% state-wide average. The new 
rates are effective Oct. 1. 


AR Comprehensive And 
Collision Ins, Offered 

BY STATE FARM F. & C. CO. 

Assigned Risk Drivers Who Qualify 


May Obtain Coverage; Effective Im- 
mediately in California 








The State Farm insurance group 
moved this week to plug a gap in the 
automobile insurance market by offering 
comprehensive and collision insurance to 
assigned risks who qualify. It is State 
Farm’s second step in two months to- 
ward a broader voluntary market for 
hard-to-place automobile risks. 

In July, State Farm announced a 
“standard risk” program to provide vol- 
untary insurance to drivers who, be- 
cause of age or driving record, might 
otherwise wind up as assigned risks. 
Such motorists are written by State 
Farm Mutual. 

The fire and casualty company will 
also issue comprehensive and collision 
coverages on assigned risks who meet 
the underwriting standards established 
for the company’s standard risk program. 
Traditionally, assigned risk motorists 
have been able to secure liability pro- 
tection only and in amounts limited to 
the minimums established by state fi- 
nancial responsibility laws. Typical as- 
signed risk drivers who may benefit from 
the plan are unmarried males under 25, 
drivers over 65 and those with a record 
of minor driving infractions. 

The company’s rates for both present 
and potential assigned risks under the 
two-part program will be higher than 
State Farm Mutual rates, but not out of 
line with the regular rates charged by 
most companies, according to Edward 
B. Rust, State Farm Mutual president. 

May Apply for Medical Payments 

In addition, eligible assigned risk pol- 
icyholders may apply to State Farm Fire 
& Casualty for medical payments and 
uninsured motorist coverages and higher 
B.I. and P. D. liability limits upon ex- 
piration of their assigned risk policies. 
“The State: Farm program was de- 
veloped both to reduce the number of 
assigned risks and to provide broader 
protection for deserving drivers who are 
already in assigned risk plans,” said Mr. 
Rust. “Lack of protection for this cate- 
gory of motorists has been of growing 
concern to state legislators and insur- 
ance departments. It seems proper that 
‘State Farm, as the leading auto insur- 
ance company, should pioneer in seeking 
solutions to these problems.” 

Comprehensive and collision coverages 
will be offered to eligible assigned risks 
in California effective immediately and 
in other states as insurance department 
approvals are received. The “standard 
risk” program has been operating in 
California since July and has been ap- 
proved by six other states. 

Underlying the new State Farm pro- 
gram is the idea that “every reasonable 
effort should be made to provide vol- 
untary protection based on examination 
of the applicant as an individual rather 
than to reject him because he is a mem- 
ber of a statistically undesirable group,” 
Mr. Rust stated. “There are many re- 
sponsible young drivers and capable 
drivers past 65.” 


Ohio Casualty Ups Dividend; 
6 Mos. Writings $41.9 Million 


The board of directors of Ohio Cas- 
ualty on August 31 increased the regular 
quarterly dividend from 14 cents to 16 
cents per share. The dividend is pay- 
able September 15 to stockholders of 
record September 5 

In reviewing operations for the first 
six months, President Howard L. Slon- 
eker, Jr. reported the net premiums writ- 
ten for the Group were $41,954,000 as 
compared to $36,627,000 for the first six 
months of 1959. 

Adjusted earnings for the group were 
$1.44 per share for the first six months 
of 1960 as compared to $1.40 per share 
for the first six months of 1959. 

Total assets of the Group as of June 
30, 1960 reached a new high of $94,615,000. 
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Hiram A. Nickles Dead; 
Hooper-Holmes V. P. 


Hiram A. Nickles, vice president of the 
Hooper-Holmes Bureau, Inc., died sud- 
denly on September 5 in San Francisco. 
He was 57 years of age. 

Mr. Nickles joined Hooper-Holmes, 
which is engaged in commercial report- 
ing in this country and Canada, in 1933 
as an inspector in the New York City 
office. In 1939 he was transferred to 
Cincinnati as inspector-in-charge. Two 
years later he moved to Kansas City 
where he was promoted to company sales 
representative and where in 1953 he was 
advanced to division sales manager. 

With his promotion to vice president in 
1956 he moved to the company’s execu- 
tive office in Morristown, N. J. In 1959 
he was transferred to San Francisco. 

Born in Hays, Kansas, he attended 
Kansas University in Lawrence. He is 
survived by his wife, Lockie; his mother, 
Mrs. Florence Nickles of Denver, Colo- 
rado; and a daughter, Mrs. Fred Scholz 
of Chester, N. J. 





Philadelphia Detectives to 
Probe Phony Auto Claims 


What may become one of the biggest 
cases ever handled by the Philadelphia 
district attorney’s office, should unfold 
with the next two or three months. 

The investigation, requested by the 
Association of Casualty & Surety Com- 
panies, is into an alleged auto insurance 
racket in the Philadelphia area. District 
Attorney Victor H. Blanc refused to give 
details of the probe, but admitted county 
detectives will interview up to 150 wit- 
nesses and suspects connected. with 
fraudulent claims which have reportedly 
cost insurance companies several hun- 
dred thousand dollars. 

Detectives will also check automobile 
registrations and police auto accident 
reports. 
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The Challenge of Merchandising In 
The 1960s—Its Effect on Insurance 


By Franx LanG 
President, Frank Lang & Associates, Inc., New York and Chicago 


Observing our changing economy and the resulting needs and desires of the Amer. 
ican people, Frank Lang has prepared a thorough study of what must be done to eos 
pace with these trends. Specifically addressing the insurance agent, Mr. Lang offer; 
constructive advice for the decade ahead. (Ed note: Part II will appear next week) 


PART I 


When we talk about merchandising in 
the '60’s, I wonder whether you fully 
realize that we are not talking in the 
future tense but rather in the present. 
We are already in the future in many 
ways—in commercial jet flights, in 
launching of rockets, building of atom- 
powered submarines, prolonging the life 
span, discovering miracle drugs, and pre- 
paring a team of astronauts for space 
flights. These are front-page headlines; 
but it is the dynamic changes in our 
economic environment, the shift in mar- 
kets, consumer desires, and needs that 
will make successful merchandising in the 
next decade a real challenge. 

Our Changing Population 

This country’s leading economists and 

market researchers are predicting more 


ot almost everything for the next 
decade. For example, they say there 
will be 20% more Americans—a total 


population of 210 million by 1970—with 
the current number of 52 million house- 
total of 63 
other words, our 


holds up to an estimated 
million in 1970. In 
population will be 
about three million each year—that is 


increasing by 


adding the equivalent of a city the size 
of Syracuse or Phoenix every month. 
In addition to a rising birth rate, the 
average person’s life span will be length- 
ened, insuring a_ steady population 
growth. 

We can expect a different population 
mix. Young and old will show the 
greatest rise. At one end, there will be 
an increase of almost 9 million in the 
teen-age group and an increase of over 
8 million in the number of people in 
their twenties. At the other end, we can 
expect by 1970 about eight million men 
and 11 million women more than 65 years 
of age—an increase of about 4 million 
over the present number—which will 
represent about 9% of the total U. S. 
population. Certain middle groups, on 
the other hand, will be smaller. The 
sparseness of the generation born dur- 
ing the ’30’s will make people in their 
30’s scarcer by about two million. 

Let me mention here three possible 
effects of these changes on the insurance 
business. The greatest increases will be 
in the very groups that automobile in- 
surance underwriters have traditionally 
avoided as poor risks. I hope we won't 
expect this entire group to end up in the 
Assigned Risk Plan. I hope rather that 
our business will provide a more positive 
solution. 

One of your greatest insurance markets 
is now provided by people in their 30's. 
Since there will be fewer of them, you 
will have to do a better job of selling 
other markets. Third, our entire busi- 
ness will have a much harder time in re- 
cruiting new talent. There obviously 
will be a premium on productive man- 
power, and our business will have to 
match the income opportunities offered 
by other industries if we are to keep 
up with them. 


The Rise in the Income Ladder 


We can expect that technology in the 
1960's will further increase man’s mastery 


of energy and matter. The prospegts 
for biology, astronomy, med'cine, nuclea; 
science, and space technology are breath. 
taking. The result of having more pro. 
ducers working with improved technology 
and so turning out more per how 
throughout the ’00’s will, in the opinion 
of researchers, be an economy expand. 
ing at an average annual rate of mor 
than 4% (combining gains in labor 
force and productivity). 

By 1970, it is estimated that afte 
taxes (and expressed in 1959 dollars) 
five out of six American families wil 
be earning more than $4,000 a year, | 
is at this level that the so-called “dis. 
cretionary spending” begins. In every. 
day terms, this means that at a salan 
of up to $4,000 a family can buy essen- 
tials and little if anything more; over 
$4,000, varied choices begin to open up 
so the family may spend with “discre. 
tion.” 

Millions of families have been and 
more will be climbing the income ladder 
into areas of higher consumption poten- 
tial. For example, approximately seven 
million more families were added to the 
group earning $7,500 or more during the 
50's. The ‘60's will witness an even 
further pushing of families from one in- 
come class to the next higher one, wit! 
another projected 12 million families— 
a total of almost 25 million families— 
earning $7,500 or more during 1957. * ** 

From these figures it would seem that 
people will be buying much more insur- 
ance. True, they will have more mone 
to spend for protection against various 
disasters. But their first inclination wil 
be to buy things that will produce visible 
improvements in their way of life. You 
can rest assured that manufacturers, 
travel agents, and resort owners wil 
compete vigorously to encourage that in- 
clination, 

Accustomed to receiving the benefits 
when they pay or even before, throug! 
expansion of credit plans, the public 
likely will find the spending of mone 
for leisure and enjoyment more appea- 
ing than for insurance to avoid the finar- 
cial disaster that probably won’t happen 
anyway. 

We all know how logical, rational, ani 
“good” adequate insurance protection is 
I don’t have to convince you of that, 
and you probably won't have much 
trouble convincing your clients, but you 
will have to take the initiative in order 
to be heard over the clamor of sales 
men for the more appealing products and 
services; and that’s only half of your 
competition—maybe even the easy hall 
When you have your client convinced 
that he “wants” insurance, you still have 
to convince him that you and_ your 
company have the coverage he 
wants. * * * 

Let me tell you some of the facts our 
firm has learned in working with insur 
ance companies: The public is less i 
terested in insurance than in many other 
topics, as much as we hate to admit tt 
While the professional insurance buye! 
knows very well the protection he needs 
the average consumer doesn’t know 
what he wants or needs. He wants the 
widest protection, providing the greats! 
service at the least cost; merchandising 
channels or operating philosophy of the 
company are of little meaning to him 

For the average person, his agent 
“the agent.” It makes no different 
whether he is an independent agent ref 
resenting many companies, an indepent 
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FRANK LANG 


ent agent franchised by one company, 
or a selected representative. Insurance 
is sold locally and largely delivered lo- 
cally, and the particular local agent 
who can inspire the greatest confidence 
—combined with the services he offers 
and the price he charges—will likely get 
the business. 


A New Environment 


Our business can be divided into two 
camps. The first group—which fortu- 
nately is steadily diminishing—is trying 
to stem the tide, come what may; and 
when you ask them how business is, 
they will reply, “There is nothing that 
a good rate increase will not cure.” In 
other words, they are still hoping for a 
return to the good old days when a 
comfortable premium volume was neces- 
sarily accompanied by a comfortable 
underwriting gain. 

Companies and agencies in this group 
think they can continue their high ad- 
ministrative and commission costs. They 
have not accepted the fact that outside 
of their narrow sphere of vision, the 
insurance business is being conducted in 
a different manner—a new environment. 

The second group is those progressive 
companies and agencies who are apply- 
ing modern tools and techniques to meet 
and, if possible, be ahead of changing 
conditions. Therefore, though the con- 
verse should be true, it is those com- 
panies and agencies that are spending 
money and effort in research and plan- 
ning to streamline their processing, im- 
prove their merchandising approaches, 
tefine their selection procedure, and 
otherwise re-tool their operations, They 
am for a small underwriting profit on a 
low overhead expense, the objective being 
to make as large a dollar profit as pos- 
sible through a greater premium vol- 
ume. 


Truisms No Longer Exist 


Four years ago, our firm undertook a 
tational market and motivational study 
tvaluating every type of insurance mer- 
chandising approach used in this coun- 
try. This investigation convinced us that 
many of the accepted truisms are no 
longer true and many of the so-called 
fundamental differences no longer exist. 









he term “direct writer,” for example, 
a generally used is a complete mis- 
nomer. To our knowledge there are only 
four substantial companies selling in- 
surance directly, that is without agents, 
and two limit their sales to specialized 
gtoups such as army officers, govern- 
Ment employes, and educators. 

Iso, among the so-called exclusive 
agency companies, there is a wide schism 
tween those paying their agents by 
salary and those letting them act as in- 
dependent contractors but exclusively 
for them. According to our observations, 
there are greater variations within the 
group using independent agents under 
the American Agency System than there 
atte between this group and the group 
Wing the independent but “exclusive” 


or “captive” agent. 

Some of the traditional differences be- 
tween these agency systems are dimin- 
ishing. For example, the independent 
agent with mu'‘tiple company representa- 
tion is being more and more controlled 
by his companies while the agent with 
exclusive representation is gaining in- 
creasing independence. 

Thus, many of the fundamental differ- 
ences that we have been told exist on 
both the company and agency level be- 
tween those operating under the Amer- 
ican Agency System and those using 
other merchandising approaches are 


more terms than actual facts. 

A study of available operating results 
for 1959 is extremely illuminating. We 
find a considerable number of companies 
—some stock, some mutual, some dis- 
tributing their wares through exclusive 
agents, some through independent agents 
—doing fairly well. Conversely, you 
find a larger number in each group show- 
ing poor results. 

In other words, it isn’t the system of 
distribution or the type of organization 
that determines whether a company or 
agency is coming out in the black but 
rather the quality of management as ex- 





pressed in the selection of business, the 
efficiency of merchandising, control of 
claims, and affectiveness of administra- 
tien, > ** 

However, for an insurance company to be 
successful, good management in the home 
office must be backed up by capable 
assistants in the branch offices, the field, 
and the agency force. Agents must be 
more than order-takers. Since they ex- 
pect the company to accept the risks 
they submit, they must be selective in 
solicitation, They must consider them- 
selves as an aid to management. 

(To Be Continued Next Week) 
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IAC Booklet Presents ‘Science of 
Advertising’ to Independent Agent 


K. Oaks, Jr. believes insur- 
agency advertising, like insurance 
both art and a 
Mr. Oaks, who executive secretary 
of the Insurance Advertising Confer- 
and supervisor of public informa- 
tion and advertising for The Travelers, 
to 
you 


Charles 
ance 
selling, is an science. 


is 
ence 


goes on state: 
“Tf 


and | 


sold 
sure you have—then chances 
you can master the art 
You can learn about the 


have ever creatively— 
am 
adver- 
science 
advertising by reading this booklet. 
“This booklet” Mr. Oaks refers 

“How Successful Agents Advertise 

Successfully” and the quotes 
are from to 39-page 
brochure. 

Completed in time for the 1960 annual 
meeting of the IAC at Key Biscayne, 
Fla., where it was enthusiastically re- 
ceived, the booklet presents a thorough 
and penetrating discussion of local ad- 


are of 
tising. 
of 
to 
is 
above 
this 


his forward 


vertising for the independent insurance 
agent. 
Illustrations Featured 
“How Successful Agents .. .” features 


illustrations of advertising materials and 
practices of insurance agencies through- 
out the United States and Canada that 
have won awards in the national adver- 
tising competition sponsored annually 
by the Insurance Advertising Confer- 
ence. 

In this advertising award 
believed to be the only one 
for independent insurance agents—the 
IAC recognizes agencies that, in the 
opinion of a panel of distinguished ad- 
vertising authorities, excel in the use 
of advertising. Bronze IAC Oscars are 
awarded to agencies in each of four 
premium income divisions that conduct 
the best over-all advertising programs, 
while smaller IAC oscarettes are pre- 
sented to one agency in each division 
for superlative achievement in adver- 
tising, in direct mail, newspaper, radio 
and/or television 

Mr. Oaks in his introduction points 
to a second distinguishing feature of 
the booklet the “seven informative 
chapters dealing with the principle forms 
of local advertising written by repre- 
sentatives of IAC member companies.” 

He cites the extensive experience in 
insurance advertising and familiarity of 
the contributors with advertising prob- 
lems of local agents. “Each, at one 
time or another during his business 
career, has specialized in the subject on 
which he writes,” Mr. Oaks adds. 


O’Meara on Newspaper Advertising 


W. J. O'Meara, assistant 
Aetna Casualty & Surety’s 


program— 
of its kind 


as 


director of 
advertising 


News- 


chap- 


department, tells: “How to Use 
paper Advertising Effectively” in 
ter 1. To illustrate his point, Mr. 
O’Meara’s text is illustrated with the 
following award-winning ads from five 


different agents: The Hilliard Bryant 
Agency, Windsor, Conn.; Burdick’s In- 
surance Agency, Smethport, Penna.; 
Davis and Shephenson, Roanoke, Va.; 
John Chestnut, Jr., Clearwater, Fla.; 
Starkweather & Shepley, Inc., New 
York and Chicago. 

In chapter 2, Clark W. Smithemen, 
assistant advertising manager for In- 


surance Co. of North America, explains: 
“How to get more value out of Radio & 
Television advertising.” Shown is a TV 
continuity strip prepared by the pub! c 
information and advertising department 
of The Travelers. Mr. Smitheman also 
exhibits an ad from the Douglas Insu-- 
ance Agency of ‘Mason City, lowa for 
the good use of sound effects in a one- 
minute radio commercial. Coan and Bun- 
nell, Inc. of New Haven, Conn. also 
receive plaudits for their clever mer- 
chandising of their premium budget p!an 
over a local radio station. 
“Advertising through the Mail,” 
subject of Chapter 3, written by 


is the 


Wil- 


liam H. Doty, CPCU, Aetna Insurance 
Group. Mr. Doty uses a letter of the 
Latham-Stevens Co., Harrisburg, Pa., 


showing the prospect’s house and urg’ng 
him to protect it with a homeowner's 
policy. Another idea, sending gadgets 
through the mail to attract interest, 
shown by a picture of award-winning 
gadgets sent out by J. M. Winters & 
Sons, Quincy, Ill. External house organs 
are represented by the Francis M. Wal- 
ley Agency’s magazine “Highpoints.” The 


1S 


Walley agency is located in Dedham, 
Mass. 

Other award-winning mail advertising 
devices shown in Mr. Doty’s chapter 
are the enclosed-coin idea, by the C 
Walter Searle Agency, Nutley, N. J.: 


the “Hailgram” used by Tom Bartlett of 
North Baltimore, Ohio and the anniver- 
sary brochure prepared by the Detroit 
Insurance Agency. 


History of Outdoor Advertising Included 


J. K. Cagney, assistant secretary, Hart- 
ford Fire, in the following chapter re- 
lates the history of outdoor advertising 
A full page billboard advertising Has 
kins and Love, Inc., representing the 
Hartford Group in Fort Lauderdale, Fla., 


opens Mr. Cagney’s chapter. Another 
idea, billboards on outfield fences of 
baseball parks, is exemplified by the 


John Chestnut Jr. sign on a wall of the 
ballpark in Clearwater where the Phila- 
delphia Phillies train each spring. 

In Chapter 5, John R. Eklund, assist- 
ant advertising manager, Hartford Steam 
Boiler, discusses “Building Good Will 

(Contniued on Page 38) 
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Coll Heads Kemper Agency; 
Driscoll, Dauphinee Named 


John T. Coll, with the Kemper Insur- The Mutual Insurance Rating Bureay 
ance organization since 1937, has been has announced a revision of B.I. rates 
elected president anl general manager for O.L. & T. liability insurance and re. 
of Associated Mutuals, Inc., a general vised rates for storekeeper’s liability in 
insurance agency of Boston, Massachu- New York effective August 31. 
setts. i . The revised O.L. & T.’s BI. rates 

Che position had been held by Danicl cuit in the following average statewid 
F, Driscoll for 23 years before his death ? gaa Single atcwaR 
on July 14. His son, J. Barry Driscoll, rate level changes: Greater New York, 
has been elected vice president and as- +187%; New York State excluding 
sistant general manager. Greater New York, +18.9%; statewide 

Forrest W. Dauphinee Jr. has been +g 9% 
named to succeed Mr. Coll as manager 
of the James S. Kemper & Co. agency ieee eaeepea nner 
branch office at Buffalo, New York. NAME KINGSBURY RESIDENT VP 

- “o' fore >-“OMing 2 ¢ “ - -, 

Mr. Coll, before becoming — Buffalo Employers Mutuals of Wausau 


manager 14 years ago, held positions as 


“ee vo tig and yee al agent. He England resident vice president, a new- 

attended St. Francis College. _ B ly created position. Mr. Kingsbury had 
_ Mr. Driscoll, a graduate of | —— previously been named branch manager, 

College, started with the agency in 1955 succeeding Henry H. Dennison, wh 

and the following year was named a retired Sept. 1 “Mr Kingsbury joined 

gs hi alia _ Employers Mutuals in 1944 in the New 
oo eo 1945 se oo hoe England underwriting department where 

hel underwriter in hee 2 ae sinc€ NaS he became manager in 1952 and sales 
c cea Le Pease tted ; ees 

1¢ d_ positions as branch manager in manager in 1955. 

Baltimore, assistant branch manager in 


*hiladelphia and Summit, 
man in New Jersey. 


— 


New York O.L. & T. Rates 
Are Revised by MIRB 


has 
appointed Lawton B. Kingsbury to New 





N. 


J., and field- 


(More Casualty on Page 38) 








WM. E. DANDRIDGE 


Hempstead Office 
138 Front St., 
ROBT. ZMOOS, Mgr. 


New Rochelle Office 
245 Huguenot St., 
WM. E. BYRNE, Rep. 


Rochester Branch 
10 Gibbs St., 
WM. C. VanVECHTEN, 
Mor. 


Buffalo Office 
907 Morgan Bidg., 
JOS. MURPHY, Rep. 


Syracuse Office 
813 State Tower Bidg., 
JAS. E. Mac COLLUM, 

Rep. 





Deviations and Dividends Shown for New York State... for other States write New York Office 


Are you getting 
your share 
of the profits? 


Public service has shown a steady growth over 
the 3u years it has been serving the public. This 
growth has come as a result of our support of the 
American Agency system, a liberal commission 
as well as an attractive dividend and deviation 
arrangement. Another factor has been the sound 
financial status of the company and its reputation 
for speedy and sufficient service. 


20% DEVIATION 
General Liability All Forms 


15% DEVIATION 
Fire and Allied Lines 


10% DEVIATION 
Automobile, Bodily injury and property damage 
liability all classes 


SPECIAL DIVIDEND PAYING 

Workmen’s Compensation 

our deviation arrange- 
ment and liberal * 
commission make 
Public Service insurance 
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easier to sell. 





MUTUAL INSURANCE CO. 

36 years of public service 

HOME OFFICE . 

10 Columbus Circle, New York 19, N.Y. 
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Internat] Claim Assn. 
Meets September 18-21 


AT LAKE PLACID, NEW YORK 





Massachusetts Mutual’s May is Key- 
noter; NALU’s Schriver, HIAA’s 
Hawkins Among Speakers 





The 51st annual meeting of the Inter- 
national Claim Association will be held 
September 18 to 21 at Whiteface Inn, 
Lake Placid, N. Y. Nearly 500 members 
and their guests are expected to attend. 
The president of the association, Wal- 
ter T. May, claim secretary of Massa- 
chusetts Mutual Life, will open the busi- 
ness meeting Monday morning, Sep- 
tember 19 with the traditional presiden- 
tial address. Samuel C. Cantor, First 
Deputy Superintendent of Insurance of 
New York will speak next on treatment 
of policyholders from the Insurance De- 
partment point of view. 

He will be followed by ‘Charles H. 
Schaaff, CLU, executive vice president of 
Massachusetts Mutual Life, whose sub- 
ject will be the issues facing the life 
insurance business over the next ten 
years, Final speaker of the day will be 
Lester O. Schriver, executive vice pres- 
ident of the National Association of Life 
Underwriters. Mr. Schriver will give his 
views on the relationship of the agent 
and the claims man. 

On Tuesday the association will hear 
an address by Paul M. Hawkins, counsel 
of the Health Insurance Association of 
America, who will speak on national pol- 
itics and insurance. 

Several workshops and seminars on 
specialized subjects will be held during 
the course of the four-day meeting. They 
include a group workshop, with Edmund 
W. Sours, assistant secretary of Aetna 
Life as chairman; an accident and health 
seminar, Elmer J. Rasmussen, vice presi- 
dent of Continental ' Casualty, chairman; 
and a life seminar, Fred R. Gibney, as- 
ciate general manager of The Pru- 
dential, chairman. 

Election of association officers for the 
coming year will take place at the end 
of the meeting on Wednesday. 
Members of the International ‘Claim- 
Association represent 231 life insurance 
and casualty insurance companies in the 
United States and Canada. The associa- 
tion was organized in the interest of 
good claims administration. 





Christensen Elected Third 
Kemper V. P.; Name Maloney 


Leslie N. Christensen has joined the 
staff of Lumbermens Mutual Casualty 
and American Motorists Insurance Co., 
livisions of Kemper Insurance, and has 
been elected a third vice president of 
the companies, James S. Kemper, board 
chairman, has announced. 
Mr. Christensen had been manager of 
lumbermens and Manufacturers. Mu- 
tals of Wisconsin, Inc., Milwaukee, 
ince 1947. He originally joined the staff 
oi James S. Kemper & Company, Inc. 
in 1937, 
Jack F. Maloney has been named man- 
wer and executive vice president of 
Lumbermens Mutual in Milwaukee, Mr. 
amey joined James S. Kemper & 
Chicago, in 1947 and was elected 
a president of the agency in 1960. He 
’sumed his duties in Milwaukee on 
September 1. 
Mr. Christensen’s experience includes 
wles, collection, auto underwriting and 
‘ompensation and liability underwriting. 
€ joined the Kemper Companies in an 
‘xecutive capacity in the national risk 
ispartment in Chicago, 








ROCKEFELLER HITS AGED BILL 





mw, Governor Calls Measure Passed 
By Congress “Inadequate,” Has Own 
Program Similar to Dems’ Plan 

In a speech this week at the north- 
east regional conference of the American 
Public Welfare Association at Grossing- 
er’s, near Liberty, N. Y., Governor Nel- 
son Rockefeller called old age health 
care legislation passed by Congress last 
week “obviously inadequate.” 

The Governor pointed out that by 1975 
there will be 22,000,000 citizens over 65 
or more than 10% of our population. 
They will require, he added, two to 
three times more medical care than the 
rest of the population—with most unable 
to afford it personally. 

Mr. Rockefeller, who is against a 
means test to determine who would be 
eligible, said it was highly important to 
retain the concept of an “earned benefit” 
resulting from a contributory system, 
“for it is a concept which stresses indi- 
vidual initiative and dignity.” He went 
on to say: 

“I am personally convinced that the 
basic mechanism for this health insur- 
ance program should be through the 
proven Old Age Survivors and disability 
system supported by payroll taxes.” 

The Governor next outlined his own 
program to provide medical benefits 
through the Social Security System. He 
stated that he “feels very strongly that 
persons eligible for statutory health 


(Continued on Page 37) 


‘Joe’ Ryan Retiring from 
The Met. After 38 Yrs. 


CHIEF A. & S. UNDERWRITER 








Arthur Price, His Successor, Toastmaster 
At Farewell Dinner; V. P. Killion and 
Dr. Horan Among Speakers 





After over 38 years in the accident and 
sickness department of the Metropolitan 
Life and 50 years in the insurance busi- 
ness Joseph M. Ryan, the Metropolitan’s 


chief A. & S. underwriter, is retiring 
this month. He joined the company 
shortly after it entered the A. & S. 


field and has played an important role 
in the growth of the Metropolitan’s ac- 
cident and sickness business to its pres- 
ent eminence in the industry. He has 
earned the respect not only of Metro- 


politan. people but of underwriters in 
A. & S. writing companies in all parts 
of the country. 

The er with which “Joe” Ryan 


is held by his close associates and high 
ranking officers of the Metropolitan was 
voiced by one and all at a farewell din- 
ner, held August 31 in Hotel Shelbourne, 
New York. Over 90 people attended in- 
cluding Second Vice President Raymond 
F. Killion, head of the A. & S. depart- 
ment; Dr. Joseph C. Horan, medical di- 
rector; Dr. J. T. Geiger, assistant medical 
director; George Lane assistant vice pres- 
ident; Edward Minor, assistant actuary, 
Fred Boes and Ed Tuohy, assistant vice 
president, and Ralph Marler, retired as- 
sistant vice president. 

Arthur Price, who is succeeding Mr. 
Ryan as chief A. & S. underwriter, was 
a happy choice as master of ceremonies. 
Henry R. Rodriguez, personnel manager 


of the division, was excellent as ar- 
rangements chairman. Two special 
guests, representing the field—Leo In- 


selmann, an agent in New York City for 
the Metropolitan for 46% years, and 
James Sullivan, Mineola, L. I. agent of 
the company for many years—were glad 
to be present. Lawrence K. Farrell, re- 





any A. & §,. risk. 


available to you. 








The Months Roll By 


and more and more producers of Accident & 
Sickness business find that our complete fa- 
cilities are their quick and profitable answer to 


Since May 1, 1960, our opening date, 132 
brokers and agents have established Accident 
& Sickness accounts with R. J. KEANE, Ine. 
We welcome them to our fast-growing clientele, 
and thank them too, for placing well over 
$100,000 in premiums through our office. 


A telephone call will make our full facilities 


R. J. KEANE. Ine. 


110 E. 42nd Street, New York 17, N. Y. 
PHONE: YUkon 6-0230 


Specializing in A. & S. Coverages; 


Exclusively Through Agents and Brokers 











JOSEPH M. RYAN 


tired A. & S. vice president, could not 
attend because of his wife’s illness. 

The post prandial portion of the even- 
ing got under way with a lively disserta- 
tion by bes gee Price on the medical 


side of A. & S. insurance. He had at- 
tentive ins amused audience. Approp- 
riately he introduced “Connie” Ryan as 
“our first lady tonight” and spoke of her 
contributions to her husband’s success. 
Expressing his admiration for “Joe” 
Ryan’s ability, he said that his forte 


was the practical application of medical 
knowledge to the A. & S. business. 

Dr. Horan, First Speaker, Sets Pace 

As the first speaker Dr. Horan told 
about the early days of the Metropoli- 
tan’s A. & S. department. He referred 
appreciatively to Vice President Stewart 
LaMont, who launched the company in 
“the then untried field” in 1921 and said 
that “Joe” Ryan started shortly there- 
after. It seems that Haley Fisk, then 
president, called for “a bright young man 
from Hartford” and picked Mr. Ryan, 
then personal assistant to John Ahearn, 
head of The Travelers’ accident divi- 
sion. “Joe” had been ten years with The 
Travelers up to that time. 

Dr. Horan and other speakers who fol- 
lowed in chronological order gave the 
guest of honor this advice: “Joe, we'll 
all miss you, but we hope that in your 
well earned retirement you will enjoy 
your leisure to the fullest.” Ralph Mar- 
ler told how it felt to be retired. Fred 
Boes lauded Mr. Ryan for his efforts in 
bringing the underwriters and claim men 
in closer accord with each other to the 
benefit of the company’s operations. Ed- 
ward Tuohy amused everyone by describ- 
ing his first “difficult” experience with 
“Joe” Ryan. 

Vice President Killion topped off the 
evening by his presentation to “Joe” of 
the company’s tribute to his long career, 
signed by Cecil T. North, president. It 
read: “In recognition of your faithful 
service for the company over 38 years 
we express our deep appreciation and ex- 
tend to you our felicitations upon your 
honorable retirement from the com- 
pany’s service.” 

After paying his own tribute Mr. Kill- 
ion said he would like to recommend to 
the young men of the department that 
they reflect upon the words of the late 
Stewart LaMont in describing in the 
book he wrote the Genesis of Accident 
and Health insurance. They follow: 

“Conceived in ignorance, born to in- 
competence, trouble was its birthright, 
prejudice its heritage. But the inherent 
worth of its fundamentals and its promise 
of public service attracted men of vision, 
of ideals, who lifted it from its low estate, 
made it earn public approval and estab- 
lished it as a business of dignity and 
quality.” 

“Joe” Ryan’s Response 

In his swan song “Joe” Ryan said he 
felt ‘ ‘permanently indebted” to all of his 
colleagues for their contributions to ‘any 
success that has come to me,” and he 


(Continued on Page 37) 
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_NEW YORK SUBWAY INSURANCE 


Mutual of Omaha Offers $10,000 Policy 
To Subway, Rail, Airplane, Bus, 
Ferry, Taxi Commuters 
New York City subway riders can now 

join an exclusive “club.” 





They can now buy insurance in the 
Grand Central subway station to protect 
themselves The in- 
surance protects policyholders while they 
are at home, on the job, or travelling. 

Offered by Mutual of Omaha, a $10,- 
(00 policy can be purchased for 50¢ a 


against accidents, 


week. In addition to covering subway 
riders, the insurance also protects ferry, 
bus, taxi, limousine, airplane and _ rail- 
road commuters. 

To join the “club,” however, it is ne- 
cessary to buy a subway token because 
for the time being at least, the only 
place in town where the insurance can 
be purchased is in a booth inside the sub- 
way station at Grand Central Station. 

According to a spokesman for Mutual 
of Omaha, this is the first time in his- 
tory that accident insurance has been 
sold in the subway. If it is successful, 
the company spokesman said, additional 


booths will be opened in the future. 

In addition to protecting policyholders 
against accidental injuries, the policy 
also pays medical expenses in excess of 
$250. The insurance booth is just a few 
feet inside the subway turnstile which 
can be reached from the center of the 
mezzanine at Grand Central Station. 





Chanin Hale, featured in the Off Broad- 
way play “Little Mary Sunshine,” buys 
what is believed to be the first accident 
insurance policy sold in a subway from 
Norma Paglia at Mutual of Omaha’s 
Booth located in the Grand Central Sub- 
way Station. 


Prospects want this protection 





Mayor 





Hospital Expense 


Policy from Mutual of Omaha 


CHECK THESE IMPORTANT FEATURES 


{7% No maximum issuing age limit 


7 Available to individuals or family 


groups 


{7 Can never be canceled because of 


future changes in health 


{# Pays in addition to regular hospital 


coverage 


(7% No reduction in benefits when 
policyowner reaches the senior ages 





Mutual of Omaha, a leader in the development of modern insurance 


protection, now offers something really different in major hospital 
expense plans. For the first time Mutual’s new Major Hospital Expense 


Policy provides full benefits to senior age policyowners. 


It’s low-cost protection, too, designed to take over where regular hospi- 


tal plans leave off. A deductible feature makes it possible to keep the 


cost at the lowest level and yet provide the maximum in protection. 


hospital care. 


People want coverage like this to meet today’s increased cost of 


Career-minded salesmen, who would like to offer this and the many 
other fine Mutual of Omaha plans to their prospects and policyowners, 


should contact Howard Dewey, Mutual of Omaha, Omaha, Nebr., for 


further details. 


Mutual Benefit Health & Accident Association 
Y The Largest Exclusive Health and Accident Company in the World 
HOME OFFICE © OMAHA, NEBRASKA 


e V. J. SKUTT, President 


Maximum Protection for People of All Ages at Minimum Cost 








Fourth Annual Sales 
Meet to be Held Oct. 27 


BY N. J. HEALTH UNDERWRITERS 





Military ‘Park Hotel in Newark is Site; 
Mutual of Omaha’s Forrest Will 
Again be Keynoter 





The fourth annual sales congress of 
New Jersey Association of Health Un- 
derwriters will convene from 12:00 noon 
to 4:00 p.m. October 27 at the Military 
Park Hotel in Newark. Co-chairmen are 
Eston V. Whelchel, Provident Life & 
Accident and Saul S. Vort, The Prv- 
dential. 

The program committee making ar- 
rangements for the congress is composed 
of Association President Charles P. 
Lupke, C. J. Simons Agency; Vice Pres- 
ident (Arrangements) Richard L. Plas- 
schaert, S. S. Ballin Agency, Inc.; Sec- 
retary Allan Westerbeck, Washington 
National; Directors Francis T. Curran, 
America Fore Loyalty Group, William 
B. ‘Cornett, The Prudential, and Mr. 
Whelchel. 

John M. Forrest, Mutual of Omaha 
general agent is back again as keynoter. 


“He was so terrific,” an association 
spokesman told The Eastern Under- 
writer, “that popular demand _ brings 


him back as our keynoter. John’s talk 
is packed with inspiration and _sales- 
manship.” 

Mr. Vort, brokerage agency manager 
in Newark for The Prudential and 1959 
association president, will act as mod- 
erator of a panel discussion titled: “The 


Policy Sale.” Panel participants in- 
clude: 

Thomas J. Schillerstrom, general 
agent, Paul Revere Life, New York 


City, on “prospecting,” George J. Rich- 
ards, CLU, general agent for Monarch 
Life in Hartford on “the presentation,” 
George B. Warren, John Hancock sales 
planning director on “the close.” 

The afternoon program will end with 
a talk: “Training Agents to Sell A. & H’ 
by Phil Torsney, manager, Metropolitan 
Life in Bloomfield, N. J. : 

Reservations for the sales congress 1n- 
cluding luncheon can be made with any 
member of the program committee. Cost 
is $5. 





BRUCE RETIRES IN CALIF. 
William Bruce, chief insurance ex 
aminer and deputy insurance commis- 
sioner in the California Insurance depart- 
ment retired August 31. Mr. Bruce has 

served the department for 23 years. 





PENINSULAR LIFE JOINS HIAA 
The Peninsular Life of Jacksonville, 
Fla., has joined the Health Insurance 
Association of America. 
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Sloane Agency to Start 


Classes for Ins. Brokers 








JEROME S. BRANDMAN 


The Harold N. Sloane Agency, 111 
John Street, New York, will start a series 
of weekly classes for insurance brokers 
on Thursday, Sept. 15, from 6 to 8:30 
pm. running for eight weeks. Jerom: 
§. Brandman, brokerage supervisor of 
the agency, will be the instructor. Sub- 
jects treated will be basic A. & H., basic 
life insurance, and business life insurance, 
and if there is sufficient demand for day- 
time courses, arrangements will also be 
made for them. 

Mr. Brandman, who attended City Col- 
lege of New York and Brooklyn College, 
isa graduate of the LUTC’s two year 
course in life insurance fundamentals. 
He joined the Harold N. Sloane Agency 
several years ago and is producing re- 
silts in stimulating broker interest in 
lifeand A. & H. business. 





Rockefeller Scores Plan 


(Continued from Page 35) 


benefits should have the option to forego 
them.” Instead they would receive a 
special monthly cash benefit added to 
their regular social security check. 

“In such cases,” he added, “persons 
must present proof that they carry a 
health insurance policy at least equiva- 
lent to the protection afforded by the 
statutory benefits.” 

Mr. Rockefeller believes this option 
would give the benefit phase of the plan 
“‘atruly voluntary nature” and would en- 
vourage “commercial and voluntary ef- 
lorts to develop sound coverage plans 
ior the senior population.” 





‘Joe’ Ryan Retires 


(Continued from Page 35) 


‘aluted them as “the best A. & S. under- 
witing unit I know of anywhere.” In 
particular he pointed to Vice Presiden: 
Killion’s management of the A. & S. di- 
vision “on a considerate and understand- 
ing plane.” 


Speaking of Metropolitan’s initial ef-. 


iorts in the A. & S. field Mr. Ryan said: 
We wisely started off with a simple 
Mogram of one accident weekly in- 
demnity policy, one A. & S. weekly in- 
lemnity form and a death and dism2m- 
lerment policy. This program was di- 
luted just a bit with some hard-to-get 
ton-cancellable and guaranteed renew- 
ible disability coverage which we issued 
‘it two years. Then the storm signals 
‘used us to retire from that area. 





€ prospered moderately in the ear'y 
Years although predictions came from 
‘ithin and without the company that the 
€tropolitan would quit the personal 
A H. business. Instead, business in- 
‘teased and when our then vice presi- 
lent, Larry Farrell, got the sympathetic 





ear of the field as he was able to do, 
we went into high gear. 

“Then came the present most happy 
regime. Although some of us think that 
hospital and surgical expense insurance 
plays too great a part in our current 
business, it is undeniable that we are 
now and for some time have been the 
leading A. & S. company, not the big- 
gest perhaps but surely the best. Many 
of those who are contributing daily to 
this magnificent achievement are here 
this evening and I pay tribute to all of 
you. 


Earlier in the day Mr. Ryan was the 


recipient of farewell gifts from his un- 
derwriting associates and the girls of his 
department. The gifts included a mantle 
clock with Westminister chimes that will 
ever remind him of the chimes of Metro- 
politan’s clock atop its 1 Madison Ave- 
nue building, binoculars, wallet 
and key case, and $50 U. S. savings 
bond. 

He and Mrs. Ryan will make their 


home in New London, New Hampshire, 
where they spent their vacations for 
many years. 


prism 


Florida Commissioner Oks 


7.7% Work. Comp. Boost 


After turning down a request for an 
11% increase in workmen’s compensa- 
tion rates, Florida Insurance Commis- 
sion J. Edwin Larson approved a 7.7% 
boost. 

The compromise rate hike proposed by 
the National Council of Workmen’s 
Compensation, went into effect Septem- 
ber 1. The Commissioner in making this 
ruling said complete removal of disease 
loading will be on new and renewal 
business only. 





You can count on Continental 
to write AsHon... 


















































A lion trainer’s profession is certainly a hazardous one. But, if you want Accident and Health 
Insurance for a lion trainer, we’ll write it just as quickly as we will for the man whose greatest 
danger is the dogs along his route. 

See your nearest Continental Agent or Branch Representative for complete information on 
any of our A & H products—Loss of Income . . . Hospital . . . Medical . . . Accidental Death 
.. + Travel, etc. Individual and Group coverages are available for Ordinary and Impaired Risks 


and people Over 65. 


For A&H agency appointments, write to: 


AGENCY DEPARTMENT 


Continental Casualty Company 


310 SOUTH MICHIGAN AVENUE, CHICAGO 4 





A Member of the 


CONTINENTAL-NATIONAL 
GROUP 


Continental Assurance Company 
National Fire of Hartford 
Transportation Insurance Company 
Transcontinental Insurance Company 
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Illinois Attorney General Renders 


Opinion on Single Limit Auto Policy 


William L. Guild, Attorney General 
for the State of Illinois, has rendered 
the opinion that proposed form of en- 
dorsements concerning filings of a single 
limit automobile policy previously sub- 
mitted to the Illinois Insurance Depart- 
ment comply with the provisions of the 
financial responsibility laws and of the 
Illinois Insurance Code. 

Joseph S. Gerber, director of Insur- 
ance, in explaining the action of the At- 
torney General, said: 

“A question was presented as to 
whether said filinzs complied with the 


safety and financial responsibility laws 
of Illinois. This matter was presented 
to the Honorable Grenville Beards'‘ey, 


Attorney General of the State of Illinois, 
and a copy of his opinion was sent to 
the various insurance commissioners and 
other persons interested in this opinion. 
Thereafter a proposed form of endorse- 
ment was filed with the Department of 
Insurance for the parpose of correcting 
the objectionable matters originally con- 
tained in the form of the automobile 
liability policy submitted which was the 
basis of the former opinion by the At- 
torney General.” 


Guild Replies 


Attorney General Guild made the fol- 
lowing coments on Mr. Gerber’s letter 
requesting an opinion: “Pursuant to a 
request for further information, I am 
informed by one of your staff that the 
limit for liability coverage stated in the 
declarations would in all cases be $25,- 
(00 or more. I am further informed that 
in the definitions portions of the policy 
proper, ‘bodily injury’ is defined to mean 
bodily injury, sickness or disease sus- 
tained by a person and includes death 
resulting therefrom. 

“The proposed endorsement sets forth 
specific divisible limits of liability in the 
three categories described in clauses (a), 
(b) and (c). 

(a) $10,000 for all damages arising out 
of bodily injury sustained by one person 
as the result of any one occurrence, (b) 
$20,000 for all damages arising out of bod- 
ily injury sustained by two or more per- 
sons as the result of any one occurrence, 
and (c) $5,000 for all damages arising out 
of an injury to or destruction of all prop- 
erty of one or more persons or organiza- 
tions as the result of any one occurrence. 





Risk Management Institute 
Will be Held at Hartford 


Advance registration for the Fifth 
Annual Risk Management Institute spon- 
sored jointly by the University of Con- 
necticut and the American Society of 
Insurance Management, Inc. September 
14-16, is being held this year in Hart- 
ford. 

Over 600 applications have been pro- 
cessed to date and are from the west 
coast, southwest, middlewest, southern 
and eastern states. While past Institutes 
have been well attended, this year’s en- 
rollment is the largest, indicating the in- 


terest in this type of program. Those 
presenting papers will be: 
Self-insurance, Ernest S. Oberdorf, 


president, Robert F. Coleman, Inc.; non- 
insurance, George E. Rogers, Continental 
Can Co.; insurance with deductibles, 
Harold S. Frederick, v. p., Stewart, 
Smith (Illinois), Inc.; business inter- 
ruption problems, Donald M. MacLeod, 
v. p, Marsh & McLennan, Inc.; prob- 
lems in liability insurance, products, 
Herbert P. Schoen, Hartford Accident & 
Indemnity; nuclear, Richard H. Butler, 
The Travelers; commercial multiple 
peril, Robert M. Parker, Johnson & 
Higgins; comprehensive group medical, 
Gordon Farquhar, Aetna Life; also, (1) 
a visual presentation on current research 
in loss prevention, Liberty Mutual and 
(2) demonstration of use of fire-treated 
wood, Koppers Co., Inc. 


“Since by definition in the policy the 
words ‘bodily injury’ includes ‘death,’ 
it is apparent that clauses (a), (b) and 
(c) would comply with the minimum re- 
quirements of the financial responsibility 
laws set forth in Illinois Revised S‘atutes 
1959, chapter 95%, paragraph 7-302, and 
Illinois Revised Statutes 1959, chapter 
951%, paragraph 7-203. 

“The provisions for supplementing the 
divisible limits set out in clauses (a), 
(b) and (c) may increase the divisible 
limits coverage in cer‘ain cases, but in 
no event will detract from the primary 
coverage set forth in clauses (a), (b) and 
(c), which primary coverage is the mini- 
mum requirement of the financial re- 
sponsibility laws, above cited. 

“In my opinion, the proposed endorse- 
ment is not inconsistent, ambiguous nor 
misleading, nor does it contain exceptions 
and conditions that will unreasonably or 
deceptively affect the risks that-are pro- 
posed to be assumed by the policy in 
violation of Section 143(2) of the Illinois 
Insurance Code, (Ill. Rev. Stat. 1959, 
chap. 73, par 755).” 


Tenn. Commissioner Studying 
Higher Auto Rate Proposals 


Tennessee Insurance and _ Banking 
Commissioner John R, Long has taken 
under advisement requests for higher 
automobile insurance rates by more than 
200 companies operating in the state. 

Mr. Long closed a three-day public 
hearing on the requests for sweeping 
rate changes without saying when he 
would announce his decision. 

He also took under advisement a peti- 
tion by the city of Nashville that the 
requests be turned down and that Nash- 
ville drivers be granted a rate reduction 
on the basis of good results of its traf- 
fic safety program. 

Before Commissioner Long were two 
separate major proposals: One called 
for a rise averaging 25% across the state 
in automobile liability rates. The other 
asked for an average of 6% increase in 
physical damage rates. 


GEORGE W. ROURKE DIES AT 83 

George W. Rourke, 83, general agent 
of the Aetna Casualty in Seattle died in 
the hospital following a lengthy illness. 

He had been chairman of the execu- 
tive committee of Washington State As- 
sociation of the National Bureau of 
Casualty Underwriters for the past 15 
years. 











The fire plug is a source of comfort 
to all property owners in a neigh- 


borhood. 











Of even greater importance to the 
wage-earner or family man is the 
protection offered by Disability In- 
come Insurance. When disabled by 
accident or sickness, far too often 
he faces complete loss of income, 
or at the least, an inadequate pay- 
check. Disability Income Insurance, 
like the fire plug, must be ready 
when the emergency comes. (The 
possibility of disability is 40 times 
greater than the possibility of fire.) 


The American Casualty portfolio 
offers a complete selection of Dis- 
ability Income Plans for individuals 
and groups including: Guaranteed 
Renewable; Senior Plans; Salary 
Continuance (Key Man) and Impair- 
ed Risk. 


American Casualty Co., Reading, Pa. 


Send details of your Disability Income Portfolio. 


Name 





Address 





City 


Zone State 











AMERICAN CASUALTY 


61 Branch and Service Offices Coast to Coast 
Home Office—Reading, Pennsylvania « Since 1902 
CASUALTY « SURETY « PROPERTY « HEALTH 
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McNamara Explains Propog 
NBCU Auto Plan in Ten 


Many Tennessee motorists will j 
less for their automobile insurance py, 
tection under the program now un, 
consideration by the State Insurap, 
Department, Daniel J. McNamara, g& 
retary of the National Bureau of (,, 
ualty Underwriters stated last week x 
public hearing in Nashville. ' 

The hearing was called by Insurap, 
Commissioner John R. Long, Jr., on 4 
new special automobile insurance polic 
and “safe driver” rating plan Propose! 
by the National Bureau of Casualty |; 
derwriters and the National Automohj 
Underwriters Association on behalf 
their 200 affiliated companies. The filing 
by the two rating organizations also pro 
posed rate revisions, including an aye, 
age statewide liability rate increase 
25% proposed for private passenger cy. 
by the NBCU. 

“Despite the proposed increases 
rates, virtually all private passenger cj 
insureds who have been accident fre 
for the past three years and buy the ne 
low-cost special automobile policy ‘pack. 
age’ would pay less than they are paying 
today for comparable coverage,” \; 
McNamara declared. “These - saving 
would be available to three out of even 
four motorists insured by companies o/. 
fering the program. 

“On the other hand, it would meg 
higher premiums for the minority | 
motorists who by their careless drivin 
and disregard for the traffic laws by. 
came involved in accidents or are re. 
quired to file proof of financial respons: 
bility under a state motor vehicle finap- 
cial responsibility law. The safe drive 
plan puts a dollar value on safe driving 
and places the burden of higher insu. 
ance costs primarily on the accident. 
prone class of drivers who are chief 
responsible for the high losses.” 





James H. Parsons Dies; Wa 
V. P. of State Farm Mutud 


James H. Parsons, 63, vice president 
of State Farm Mutual Automobile Ir- 
surance Co., died August 31, at his home 
in Bloomington, Ill. He had been ill for 
several months. 

Born in Perth Amboy, N. J., he grat: 
uated from Kansas City School of Lav 
(now the law department of University 
of Kansas City) in 1919, 

Mr. Parsons joined State Farm in 1933 
as a claim manager at Jefferson City 
Mo. after several years with insurance 
firms in Kansas City. He moved t 
State Farm’s home office in Bloomingtor 
in 1938. The following year he became 
director of conservation, and was mat 
vice president in 1943. 

Mr. Parson was a member of the 
American Bar Association and the Ill: 
nois and Missouri Bar Associations, the 
American Legion and several Masoni 
groups. 





IAC Booklet 


(Continued from Page 34) 


for your agency” and suggests that ont 
way of doing this is through calendar 
of good taste. 

W. W. Clement, public relations mat- 
ager, American International Under: 
writing Corp., tackles the subject © 
“Public Relations for the Independen' 
Agent” in the next chapter. An excellem! 
example is a full page picture of @ 
automatic telephone device for reporting 
weather forecasts used by the Larner 
Insurance Agency in New Hampshire. 

Mr. Oaks himself has the last wor! 
in chapter 7. His subject is “The Com 
plete Advertising Program.” The book: 
let—which incidentally can be had to! 
$1.00 by writing Mr, Oaks at 15 Cottagt 
Avenue, West Hartford, Conn.—reprt 
sents another contribution by the IACt 
improve the effectiveness of local adver 
tising and to stimulate agents to do mor 
“grass roots” advertising and sales pro 
motion. 
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credit to R.I.P.’’ 
on City, 


nsurance What is R.I.P.? It’s Aetna Casualty’s Renewal Increase Program, a plan requiring close 
loved | company- agent cooperation in providing adequate limits and/or broadening coverage of 


ymington abe" te 
. decame existing policies on renewal. 


a Does R.I.P. really work? Here’s how some individual agents feel about it: 
of the ... “I not only sold higher coverage limits, but wrote a lot of additional business too.” 


hoe = ..-‘Practically without exception, assureds accepted my recommendations . . . with gratitude.” 


Masonic ... “I feel that I’ve strengthened my bond with clients.” 


Etna Casualty has long believed that existing clients represent a high potential and often 
neglected source of healthy premium volume growth. R.I.P. is one concrete method of ex- 
pressing this philosophy. Why not look into it today? 
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The Equitable Life of Jack Rooney in Seattle, Wash. 


John H. Rooney, CLU, believes that 
only a devoted family man can serve 
other families well. Here, his daughter 
Jane and wife Mardie are getting a kick 
out of Jimmy and his Christmas fire en- 
gine. Jack and Mardie are both highly 
active in community affairs. They fre- 
quently serve as fund-raisers for various 
local organizations. 


Jack gives talks regularly 
to the Army and Navy on 
V. A. benefits and govern- 
ment insurance. Here he 
discusses insurance with 
Navy Capt. FE R. Duborg, 
Chief of Staff of 13th 
Naval District. 










Pleasure and business go to- 
gether at the Washington Ath- 
letic Club. With Jack is client 
Joe Merrick, prominent Seattle 
attorney. 


Starts out early every day for the 
Richard W. Berlin Agency downtown. 
Puts ina full day, and sells well over a 
million dollars annually. Is a life mem- 
ber of the Million Dollar Round Table. 








A Man’s Prestige goes hand in hand with the prestige of 
the company he represents. This is why Jack is proud to be 








As secretary of Seattle’s 
L.U.A., he sits in at board 
meeting. Also active with 
Elks, Magnolia Commu- 
nity Club, and United 
Good Neighbors Fund. 


Equitabl 
a life underwriter for Equitable. It is a full life. And a wae q Ul a e 


rewarding one. Living Insurance is more than a need 
-». it’s a career! 


Tune in The Equitable’s Our American Heritage, Friday, October 21, NBC-TV. 


Life Assurance Society of the United States 
Home Office: 393 Seventh Avenue, New York 1, N.Y. ©1960 
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